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When Tom Jones, Dick Smith or 
Harry Brown picks a message out 
of his box about Oliver farm equip- 
ment, it’s sure to be greeted as news 
from an old friend. 

Whether the dealer who sends it 
has been associated with Oliver for 
a long time or is new in that associa- 
tion, whether he is known through- 
out your territory or a newcomer 
there, linking his name with the 
name of Oliver connects him in- 
stantly with that vast fund of good 
will which better farmers every- 
where have for Oliver products. 

It was “plows by Oliver” that 
first established Oliver’s enduring 
reputation wherever shares turn 
soil. In the last decade, other items 
of farm equipment—Nichols & 
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Just Like MEETING AN O 


Shepard Red River Special Thresh- 
ers and Combines, Hart-Parr Trac- 
tors and Superior Drills—have, 
under the Oliver flag, added new 
luster to their long established fame. 

Oliver dealers are the lucky in- 
heritors of this long established 
good will. They also enjoy the pres- 
tige which every Oliver machine 
increases when it is demonstrated. 
They find, so they tell us, a very 
real pleasure as well as profit in 
being a part of the 








by the spirit of “Show good” not 
‘thow big,’’ we invite you to con- 
sider the possibilities of profit for 
you from handling the paper aris- 
ing from the sales of Oliver equip- 
ment by the Oliver dealer in your 
locality. Many banks are finding 
such paper one of their soundest, 
most profitable investments today. 
We shall be glad to tell you more 
about this or to give you the name 
of your local Oliver dealer. 





likable, energetic 
Oliver organiza- 
tion. If you are 
the kind of banker 
who enjoys deal- 
ing with an organ- 
ization animated 





OLIVER 


FARM EQUIPMENT COMPANY 
400 WEST MADISON STREET, CHICAGO 






































LETTERS... 
seen S| The Burroughs 


* ca) 
Sirs: The eighty years of banking 
history which the Mercantile-Commerce U 
Bank and Trust Company is commemorat- 





ing this year witnessed virtually the entire 
commercial development of the territory 
west of the Mississippi. HENRY J. BOONE, Editor 

By 1857, St. Louis, a trading post on the 
sandyshorein agreat curve of the Mississippi, 
was the seventh largest city in the country, APRIL, 1937 Vou. 21::No.7 
with a population of 150,276. It was busy 
outfitting emigrant trains and supplying 
the pone of a. It _— seen _ = 
and decline of the Missouri fur trade, the 
advent of the flat boat migration and the ka O N T E N T S 
arrival of the river steamer. 

The first ancestor of the bank was The 
St. Louis Building and Savings Associ- s s 
ation, chartered February 14, 1857. On July 
6, 1857, this institution opened its doors in 
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modest quarters close to the river. In 1868 z ; 

—ee approved a ae in name - Construction Loans > FH UN ee ee eee le 5 
the Bank of Commerce. The story of the 

other ancestor of Mercantile-Commerce BY FREDERICK V. GOESS 


begins in 1899, when on November 17 the 
Mercantile Trust Company opened for 


business. The two banks were merged Travelers’ Cheques Around the World . 8 
in 1929. 


Many notable names appear in the BY FRED B. BARTON and JAMES MONTAGNES 
history of the two institutions. John G. 


Lonsdale, president of The National Bank 
of Commerce in St. Louis (as Bank of Com- 
merce was known after 1889) from 1915 Washington ; - ‘ke w ww ee se (eS eh Og II 
to 1929, Festus J. Wade, founder and first 
president of the Mercantile Trust Company, BY HENRY D. RALPH 
George W. Wilson, former chairman of the 
executive er 2 Mercantile Com- 
mnerce, an ‘ ‘ emingway, present * . , MT 
ua" * The Central File of Customers’ Names 14 
The growth of Mercantile-Commerce 
Bank and Trust Company reflects the BY LYALL BARNHART 
steady growth and development of St. 
Lowe and the great ee 
oday, it occupies one of the fine ban 1 1 
— of = onay with a Humanized Banking ee Riad ee: Se 17 
onic columns facing three streets. It has 
grown from _a small institution beside the SY GUROSE SOWARDS 
Mississippi River bank to animportant place 
among the largest banks in the country. 


E. J. Mupp, Vice-president, Speeding Itemstothe Proof Department 18 


Mercantile-Commerce Bank and 
Trust Company, BY GORDON M. MALEN 
St. Louis, Missouri 
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Envelope Note Form Court Decisions ........: @ 


Sirs: In view of the fact that we have BY CHARLES R. ROSENBERG, JR. 
had several inquiries regarding our “en- 


velope” pe of note, it occurs to me that 
your readers might find the idea of some 
value, Hence I am passing it along. New Booklets ....<«.«. « +. 24 
_ All our note forms are printed on the 

lace of an ordinary-looking white No. 10 
envelope. We find this form practical, 


pe Canadian Notes and Comment. . . 25 


‘es Brownwood, Teseg 0 
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CITIZENS NATIONAL BANK AT BROWNWOUD 
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ces : EpirortaL AND Business Orrices—Second Blvd. and Burroughs Ave. 
: : Detroit, Michigan 
—_ ae F. E. QUISH CHARLES W. EARLE 
CENTRAL STATES REPRESENTATIVE EASTERN REPRESENTATIVE 

because the envelope serves as a convenient Second Blvd. and Burroughs Avenue, 1 Park Avenue, 
es “of any securities, memoranda or Derrort, MicHIGAN New York City 
in ; 4 . 
with on statements accepted in connection Copyrighted, 1937, by Burroughs Adding Machine Company 

ith the loan recorded in the note. 








_ By filing this material in the envelope, 
right along with the note, it is instantly 
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L. EDMUND ZACHER, President : 
HARTFORD 
U 
Annual Statements : 
73 \\ 
A 
THE TRAVELERS INSURANCE COMPANY Y 
(Seventy-third Annual Statement) 
ASSETS RESERVES AND ALL OTHER LIABILITIES 
United States Government Bonds . $313,501,227.00 Life Insurance Reserves . . . . $728,507,080.20 \ 
U.S. Government Guaranteed Bonds 6, 896,650.00 a nenawh 
Other Public Bonds . . . . . —79,013,905.00 a: geal eee er ee \ 
Railroad Bonds and Stocks . . . 60 , 967 ,997 .00 : i , ’ ; y 
Public Utility Bonds and Stocks ; 69 ,685 ,513.00 Workmen's Compe nsation and Lia- If 
Other Bonds and Stocks a 42 , 577, 767 .00 bility Insurance Reserves . . . 52,074,099 .39 
First Mortgage Loans F ots 4 a 58 , 335,379.46 Reserves for Taxes Pot i i 4,006 ,618.49 
ee — ee. 2 «= % isons uae oe Other Reserves and Liabilities os 2,519,128.84 
eal Kstate—Other... — ; ’ : - U 
Loans on Company’s policies . .  117,802,455.28 Special Reserve . . . . . . 15,617 ,099.70 
Cash on handandin Banks . . . 14,618 , 386.68 Capital a $20 ,000 ,000 .00 v 
Interest accrued. a. % 8,101,907 .81 pve 27°52 0 
Premiums due and deferred . . . 27,258, 231.46 arpeus . * ,524, 646.45 
AllOther Assets . .... . 582,081.75 47 524,646.45 
*TOTAL $860 ,471,355.24 TOTAL $860 ,471,355.24 
THE TRAVELERS INDEMNITY COMPANY 
(Thirty-first Annual Statement) 
ASSETS RESERVES AND ALL OTHER LIABILITIES 
United States Government Bonds . $6 ,877 ,082.00 Unearned Premium and_ Claim 
Other Public Bonds . . . . . 1,951,908 .00 Reserves. . . . . . . .  $8,159,709.45 Y 
Railroad Bondsand Stocks . . . 1,429, 246.00 Reserves for Taxes. . 376,411.35 T 
Public Utility Bonds and Stocks ‘ 1,265 ,442 .00 Other Reserves and Liabilities - 481,253.91 
Other Bonds and Stocks . we. 12,021,111.00 Special Reserve . .... . 7 ,904,524.70 
Cash on handandin Banks . . . 1,457,775 .60 Capital e % $3 ,000 ,000 .00 
Premiums in Course of Collection. 1,743,755 .96 Surplus e 6,909 , 966.20 tk 
Interest accrued . . . . . . 85,545.05 9.909 966.20 al 
: : y al 
* ToTAL $26, 831,865.61 TOTAL $26 , 831,865.61 C 
lr 
THE TRAVELERS FIRE INSURANCE COMPANY " 
(Thirteenth Annual Statement) R 
ASSETS RESERVES AND ALL OTHER LIABILITIES al 
United States Government Bonds . $12,293,000.00 Unearned Premium and _ Claim oI 
Other Public Bonds . . .. . 528,000.00 Reserves : . . « « « $12,986,616.90 “ 
Railroad Bonds and Stocks . . . 1,091 , 850.00 Reserves for Taxes. a % 481 ,068.74 “ 
Public Utility Bonds and Stocks. 2,798 , 384.00 Other Reserves and Liabilities |. 102 ,060 .47 
Other Bonds poy og _— . oversee ae Special Reserve. — 3,235,503 .53 tc 
Cash on handandin Banks . . . 2,127 ,000.35 : 
Premiums in Course of Collection 1,509, 243.50 Sooke w 4 $2,000, 000.0 : 
Interest accrued . . . .. . 120,396.19 7s : ; ‘ al 
All Other Assets . . . . . . 17 569.30 7,031 ,973.70 o 
* ToraL $23 837,223.34 Torat $23, 837,223.34 : 
A Sgr re 
‘THE CHARTER OAK FIRE INSURANCE COMPANY ly 
(Second Annual Statement) 
ASSETS RESERVES AND ALL OTHER LIABILITIES : 
United States Government Bonds . $1,027 ,000.00 Reserves for Taxes : i Be oe $ 1,164.52 : 
: = Capital . .. 500 ,000 .00 
Cash on hand and in Banks . . . 213,365.08 Sane ante 744557 34 
Interest accrued . . . .. . 5,356.78 
1,244,557 .34 
* TOTAL $1,245, 721.86 TOTAL $1, 245,721.86 
= = es I 
*Assets include securities deposited with State and other authorities, as aeiiaeall by law: 
The Travelers Insurance Company $19,705,962.00; The Travelers Indemnity Company $1,199,089.00; The Travelers Fire Insurance iT 
Company $683,000.00; The Charter Oak Fire Insurance Company $300,000.00. | ; 
a 
ALL FORMS OF LIFE, CASUALTY AND FIRE INSURANCE Z 
4 
Ir 
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available for reference by the examiner or auditorium of the Fort Wayne Chamber Jf [nflation Comes 
any Official of the bank, without having of Commerce. f fl 


to dig into another file for it. Thus the We would appreciate mention of this Sirs: We have just published a book 
idea saves both time and filing space. in your magazine. Additional information which will, I believe, be of interest to your 

The note-envelope is the same in appear- about the meeting is available on request. readers. Its title is IF INFLATION 
ance as any plain No. 10 envelope, except 








L ] , ARMOND GEMMER, Associate Editor, COMES: What to Do About It, by Roger 
the printing on the front and trimming of The American Industrial Banker, W. Babson. 
one end to provide an opening for insertion Fort Wayne, Indiana Mr. Babson’s new book is an interesting 
of accompanying papers. 

I. S. ABNEY, Vice-president. 

Citizens’ National Bank at 
Brownwood, e 
Brownwood, Texas Announcin Z 
J * 


Oh Yeah! 


Us bankers come to work at ten; POOR'S 
We all have stacks of money; 

At three o’clock we’re off again. 
You folks must think that’s funny 


Perhaps it is; , NEW BOND RECORDS 


We think it is; 





Indeed, it does sound funny. Corporation, Real Estate and Municipal Issues 
We all play golf each afternoon; known since 1918 as 
We drive big motor cars. 
Vou Sraeey Fane eae sween American Bond Quotation Service 
If you smoked our cigars. 
We think you’d swoon; 
We know you’d swoon Compact... . easy-to-use .... two 
If you smoked rope cigars. . . bean 
; rae , recognized ratings . . . . broader 
Us bankers willingly admit 
Our debt to Ruling Powers coverage than any similar service 
Who gave to us the benefit 


Of wealth and bankers’ hours. i 
pte ten to a 
ust ten to three— e 
Seneeted tasters’ hours. Send for complete details. 
Rop Mane a8 - 
NS ee POOR’S PUBLISHING COMPANY 


Los Angeles, Calif. 90 Broad Street, New York 
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.-. + essential statistical data. 

















Washington Invites Auditors 


To all Bank Auditors and Comptrollers, 
and Other Bank Officers and Employees 
Interested in Bank Audit and Control: 


The Washington (D. C.) Conference of 
the National Association of Bank Auditors 
und Comptrollers, cordially invites you to 
attend the Fifth Annual Eastern Regional 
Conference of Bank Auditors and Comp- 
trollers, to be held at the Wardman Park 
Hotel Friday and Saturday, April 23, 24. 

An excellent program is in the making. 
Recognized leaders in the field of bank 
audit and control have prepared papers on 
important subjects pertaining to this phase 
of banking which will be read and dis- 
cussed at the various sessions of the 
conference. 

Each banking institution should offer 
to those responsible for its audit and con- 
trol every opportunity to meet with others 
engaged in this all important task, and 
aflord them the privilege to discuss and 
exchange ideas. If your bank does not 
have a designated auditor or comptroller, 
then that person within your institution 
responsible for its audit and control should 
be your representative at this conference. 

Send your registration to W. M. Harris, 
Chairman, Registration Committee, c/o 
Lincoln National Bank, Washington, D. C. 

Mitiarp S. YEATMAN, 

Chairman, Publicity Committee, 
c/o Hamilton National Bank, 
Washington, D. C. 


¢ ° 


Industrial Bankers Institute 


_. IRS: The Third Annual Institute of 
Che American Industrial Bankers Associ- 
ation will be held in Fort Wayne, Ind., 
Thursday, Friday and Saturday, May 13, 
“ and 15, with headquarters in the Hotel 
ndiana and all business sessions in the 



















Annual Output 
Five Billion Dollars 


During the period 1925-1933, New England’s fac- 
tories turned out products to an average value of over 
five billion dollars annually. Included in this total 
value were more than two and one-half billions 
annually spent for raw materials, fuel and 
electric power. 


To carry on manufacturing activities of 
these proportions, New England requires 
complete banking facilities such as are pro- 
vided by this institution. 






THE NATIONAL 


Shawmut Bank 


40 WATER STREET +» BOSTON 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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BANK CENTRALLY in Cleveland 


Originating in or passing through 
Cleveland are 116 interstate 
truck lines. 


Well over three-quarters of a million tons of raw materials and 
parts, machinery and furniture, produce and other goods are 
hauled into or out of Cleveland by truck each year. Cleveland 
is an important freight center for truck transport... as it is 
for the railroads, air lines, and lake boats. 

When they bank centrally in Cleveland business firms and 
their banks gain the benefit of advantageous location of service. 
Write for a copy of our map, “‘Day-Night Savings Time.” It 
pictures graphically how Cleveland’s situation speeds the han- 


dling of checks and other essential business documents. 


CENTRAL NATIONAL BANK 


nt el 


DB of a | 
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Cag MEMBER FEDERAL DEPOSIT 
meee ws : ‘ 
le BS INSURANCE CORPORATION 











analysis of the position in which the people 
of the United States find themselves today. 
particularly the people who own securities 
or bank accounts. Among other things 
Mr. Babson en his opinion on such 
questions as these: Will the Government 
rograms cause inflation? Who benefits 
rom inflation? Is Roosevelt an involun- 
tary inflationist? What are the cyclone 
warnings? How would inflation affect 
twenty of our basic industries? Is now the 
time to start one’s own business? What 
will happen to mortgages and bonds’ 
What are the only safe hedges? 

The price of the book is $1.35. 

H. W. Strokes, Treasurer, 

Frederick A. Stokes Company, 
443-449 Fourth Avenue, 
New York, N. Y. 


e * 


Banker and Billy Rose 


Sirs: The picture we are sending you 
shows J. C. McHannan, Vice-president of 
the Central National Bank, Cleveland. 
and Treasurer of Cleveland’s new and 
greater 1937 Great Lakes Exposition, 





center, talking over the drawing power of 
Billy Rose’s $250,000 super-spectacle, 
““Aquacade,” which will be the entertain- 
ment highlight of this year’s exposition, 
with the famous producer of “Jumbo” and 
“Casa Manana,” himself, left, between 
courses at the trustees’ “Preview,” where 
completion of underwriting was announced. 
Peg Willin Humphrey, Associate Director 
of the exposition, is shown at the right. 
Hirt & KNowL_rTOoNn, 
Cleveland, Ohio 


e . 


Country Banking—1937 


Sirs: The response to our article on 
country banking pleases us immensely. We 
are gratified to know that the minds oi 
bankers are awakening to a realization of 
the need for just such an activity as that 
which we are carrying on down here and 
which you so splendidly presented. From 
the standpoint of profit it has paid us 
handsomely, and we believe that other 
banks would obtain the same results. 

A few days ago we were invited up to 
Columbus, Ohio, to speak to the one day 
convention of the Ohio Bankers Associ- 
ation. The interest in country banking 
manifested by banks in that State made it 
quite easy to present the subject and the 
response was everything that could be 
desired. 

Today we have been in Nashville, at- 
tending a meeting of the Agricultural 
Committee of the Tennessee Bankers Associ- 
ation, along with the District Home Demon- 
stration Agents, District County Agents 
and their supervising officials, for the pur- 
~ of agreeing on a co-operative program 

or the State at large. 

C. W. Bat ey, President, 

The First National Bank of Clarksville. 

Clarksville, Tennessee 
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con f eI a 
Built by University Housing Gapusien 


This apartment at 183rd and Loring Place, New York City, is one financed by a construction loan 
made by Manufacturers Trust Company. The permanent loan was taken by the Bowery Savings Bank 


ONSTRUCTION LJOANS 


Manufacturers Trust Company, New York, finds that properly 


supervised construction loans are desirable and profitable 


resent a type of banking service 

that has a definite place in the 
community. Properly handled, such 
loans serve as a desirable and profitable 
outlet for bank funds. The successful 
operation of a construction loan de- 
partment, however, does require a 
sreater degree of specialized knowledge 
and technical supervision than is in- 
volved in the extension of ordinary 
commercial bank credit. 

As its name implies, a construction 
loan is made to finance the building 
operation. It is generally extended for 
one year, and usually contains a pre- 
payment clause. Payment to the bor- 
rower is not made in full at the time 
that the loan is granted, but is spread 
over the various stages of construction. 


peep construction loans rep- 


by 
FREDERICK V. GOESS 


Vice-president, Manufacturers Trust Company 
New York, N. Y 


As a rule, the first payment is given 
when the house is enclosed; the second 
payment is made when the brown 
plaster has been put on; the third pay- 
ment is given after the white plaster is 
completed; the fourth payment is made 
when the standing trim is erected; the 
final payment comes upon completion 
of the building and the receipt of 
certificate of occupancy. The pre- 
payment clause is necessary because 
upon completion of the structure, the 
builder generally arranges with a sav- 
ings bank, an insurance company, or a 


foundation to take the mortgage for a 
period of five years or longer. 

Building construction loans are ex- 
tended by our bank only after the most 
critical study of all features of the 
project. Consideration of each loan 
follows a definite routine, and the de- 
tails of the procedure, as explained in 
the following paragraphs, apply to 
loans for apartment house construc- 
tion, this being the type on which we 
have concentrated. 

The application for the loan comes 
to us either from the builder or through 
a real estate broker. Each application 
gives the location of the property, size 
of the plot, the number of apartments 
and rooms, anticipated rentals and the 
amount of the loan sought. Each 
application is also accompanied by a 








MANUFACTURERS TRUST COMPANY 
55 Broad Street, New York 


BUILDING LOAN APPLICATION 
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The application for the loan comes to the bank either from the builder or through a real estate broker. Each application givestfation of 


typical floor plan, showing the pro- 
posed layout of the rooms. From our 
experience, we can determine quickly 
whether the proposed building in the 
area selected is suitable for a mortgage 
loan, and if the project appears 
feasible, the application is accepted for 
consideration. 

The next step is to submit the appli- 
cation to the several divisions of the 
construction loan department, namely, 
appraisal division, management divi- 
sion and credit division. Simultane- 
ously, a request is made to the Mort- 
gage Conference of New York for 
statistical data regarding new buildings 
in the area under consideration, and 
mortgages thereon, the rate and trend 
of population, the average rental and 
other pertinent information. While 
these investigations are in progress, the 
lending officer personally inspects the 
proposed location, and also inspects 
other buildings owned by the borrower 
to make sure they are properly 
managed. 

The appraisal division should be 
headed by men of wide experience who 
are fully informed about conditions in 
the immediate neighborhood where the 
erection is to take place, who under- 
stand ground values and who know 
what sales have taken place. They 
must give consideration to the fact 
that the ground will have greater value 
after it is improved by an income pro- 
ducing structure. They should also be 
thoroughly acquainted with competi- 
tive rentals in the neighborhood. With 
all this information, it should not be 
difficult to determine the anticipated 


income of the new structure and to 
estimate with a fair degree of accuracy 
the economic value of the property, 
which after all is the fundamental 
basis on which the mortgage loan 
should be based. It is evident, for 
instance, that if there are a number of 
vacancies in the area, there is no need 
for new buildings. On the other hand, 
if existing buildings are well rented, 
there probably is every justification 
for the new project. The appraisal 
division should be given complete in- 
formation on the number and size of 
the units in the new building, as this 
is an important consideration in gaug- 
ing demand; if, for example, the area 
is inhabited by many families with 
children, 1144 room apartments would 
obviously bé unsuitable. The appraisal 
division should have full information 
about existing structures in the area so 
that they can determine whether the 
new building will offer any advantages. 
Another consideration to be taken into 
account is the accessibility of the new 
property to schools, shops and trans- 
portation. 


‘THE management division should be 

thoroughly conversant with renting 
conditions in the various parts of the 
city, and should, therefore, be able to 
determine the types of units best suited 
for the area in which the new structure 
is to be erected. In this respect, their 
opinion will act as a check on the 
report of the appraisal division. The 
officer in charge of the management 
division should have a comprehensive 
knowledge of management costs for 


buildings of various size. He should 
be given a sketch of the proposed lay- 
out of rooms so that he can determine 
the estimated income and the expense 
of operation, and thereby ascertain 
whether there will be a sufficient sur- 
plus to take care of the prompt pay- 
ment of interest, amortization and 
taxes. 

One of the most important officers of 
the management division is the archi- 
tect, and we cannot emphasize too 
strongly that he should be one of wide 
professional experience. Prospective 
borrowers have frequently presented to 
us plans prepared by architects of good 
standing whose professional experi- 
ence, however, had been confined to 
private house construction, and who 
had no experience in the design of 
apartment houses. This has forcibly 
impressed on us the importance ol 
having an experienced architect of our 
own to pass on these plans, as the 
success of this type building depends 
entirely upon an economical rentable 
plan. Frequently our architect has 
been able to make suggestions as to 
apartment layouts, which have resulted 
in a definite increase in income. 

The duties and responsibilities of the 
architect employed in the construction 
loan department are so important and 
so varied that it might be well to dwell 
on this subject at a little greater 
length. To him falls the task of super- 
vising the general design and utility o! 
the building, not only from the stand- 
point of architectural beauty and com- 
mercial rentability, but also from the 
angles of safety and soundness of con- 
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MANUFACTURERS TRUST COMPANY 
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struction. Banks and other institu- 
tions have learned that a poorly de- 
signed and poorly constructed building 
represents poor collateral for a mort- 
gage loan. The architect must make 
sure that there is ample steel in the 
structure, that the proper thickness of 
floor beams for the various spans are 
being used, and that only acceptable 
materials go into the job. Most build- 
ing codes are satisfactory, but some- 
times they permit construction fea- 
tures which, although perfectly safe, 
do not make for economical manage- 
ment. Our own specification require- 
ments are therefore somewhat more 
rigid than required by the Code. 

It is also the duty of the architect to 
certify that the proposed heating plant 
is sufficient in all respects to insure the 
occupants of proper heat and hot 
water; that the electrical fixtures and 
outlets are in accord with our require- 





A more 
ls the 


recent project financed by a construction loan made by the Manufacturers Trust Company 
new Westchester apartments in Fleetwood, Westchester County. This five-story apartment 


ments and that the wiring is properly 
installed, thereby minimizing the risk 
of fire, and reducing the cost of repairs; 
that the plumbing work is properly 
installed; that the elevator design 
meets with our approval from the 
standpoint of adequacy of accommo- 
dation and safety, and that it is con- 
structed so as to insure a minimum of 
trouble, because nothing is more in- 
convenient to tenants than to be 
obliged to walk up five or six stories. 
The architect also makes periodic in- 
spections because it is only through 
these inspections that the mortgagee 
can be sure that the building is being 
put up in accordance with plans. 


NSPECTIONS should be made as 


frequently as possible, but there are 
some features which should have special 
The footings, for instance, 
They must be 


attention. 
are most important. 


i 





"Sibley & Poatherelone, Architect 


now under constructien will house 279 families 


properly laid, as otherwise settlement 
will take place, causing cracks in the 
exterior and interior walls, and throw- 
ing windows and floors out of plumb, 
which in turn may cause leaks. Once 
the building is finished, this condition 
can be corrected only at considerable 
cost. The architect should also pay 
particular attention to the masonry. 
He should make sure that good hard 
brick is used, that the mixture of 
mortar and cement is such as will pro- 
duce a good solid bond, and that the 
walls are properly filled with this 
mixture. The strength of the framing 
should not be impaired through the 
cutting out for waste pipes and other 
installations. The laying of the roof 
also requires particular attention. Un- 
less all these inspections are thorough, 
one never knows what may actually be 
beneath the plaster. And while em- 
phasizing the material behind the 
plaster, we do not want to minimize 
the importance of exterior finish. 
Following every inspection made by 
the architect, he furnishes a report to 
the officer in charge of the construc- 
tion loan department and also certifies 
whether the construction work has 
reached the stage where the builder is 
entitled to a payment, in accordance 
with the terms of the building loan. 
The credit department too fills an 
important function in passing on appli- 
cations for construction loans. It is our 
policy not to extend a loan unless the 
applicant is an experienced builder, or 
unless he employs the services of an 
experienced superintendent, and the 
first task of the credit (See page 21) 
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RAVELERS’ COHEQUES 
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Around the World 


UPPOSE that tomorrow morning 
S at 9:15 a well-dressed stranger, 

wearing perhaps a turban, steps up 
to the first paying teller to present a 
travelers’ cheque issued, let us say, by 
the Bank of New South Wales. What 
would you do? 

If the customer could be identified 
and if local sponsors could promise he 
would remain in town for a few weeks, 
you might cash the cheque promptly. 
Or you might refer the problem to your 
correspondent bank. Or you might, as 
a large New York bank suggests, delay 
payment until you could write to the 
issuer and say: ‘“‘We have received 
one of your travelers’ cheques for en- 
cashment. Please forward specimen 
cheque and signatures so we may have 
your system on file here.” 

How many institutions throughout 
the world issue travelers’ cheques? 
Probably more than you think. So 
many, in fact, that in order to do any 
sort of justice to the subject in one 
article, the writer found it necessary to 
limit the article almost entirely to 
Canada and the United States. 

And the total volume represented by 


Here is an article that presents some un- 
usually interesting information about 


travelers’ cheques nA 


at a time when 


cheque sales are going up and there is 
an opportunity to sell more to customers 


travelers’ cheques? It’s a good ques- 
tion. Definite figures are not disclosed. 
But I can give you some idea. 
National City Bank of New York, 
the largest American bank issuing 
travelers’ cheques, reports that its 
travelers’ cheque sales run into eight 
figures a year. First National Bank of 
Chicago states that it sells about 206,- 
000 travelers’ cheques a year, totaling 
about $5,000,000. Mellon National 
Bank of Pittsburgh which has been 
issuing its own travelers’ cheques since 
1904, has sold $270,000,000 worth in 
the last 10 years. American Express 
Company estimates that a million 
travelers a year carry its cheques. 


Other banks that wrote me preler 
not to release definite figures. An 
Einstein might compare the various 
quarterly statements of these banks 
that issue their own travelers’ cheques 
and guess what per cent of their de- 
posits is represented by this depart- 
ment of their business. But even so. 
the figures might not mean anything. 

More to the point, as far as readers 
of The Burroughs Clearing House are 
concerned, is the fact that the use o! 
travelers’ cheques is growing. For 
thereby your bank has an opportunity 
to sell more of them to your customers. 
It is cheerful then to learn that Bank 
of America has for the last two vears 


in Canada, the best-known local issuer is Canadian Pacific Express, issuing cheques in Canadian and United States dollars and 
pounds sterling. Banks of the Dominion, issuing cheques for domestic use only, have long handled a large share of business 
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With travel increasing rapidly, the 

usefulness of the well-filled travel- 

ers’ cheque book takes on new im- 
portance for bank customers 


shown a 50 per cent increase each year 
over the previous year; that Mellon 
National reports a healthy increase; 
that First National of Chicago finds 
1936 40 per cent ahead of 1935; that 
in 1936 American Express sold more 
travelers’ cheques in the first 11 
months than in any previous 12-month 
period, even including boom times; 
that National City Bank sales are 
likewise swinging upward materially. 

Probably much of this increase is due 
to a revival of the travel business, 
although some is due to the fact that 
nowadays we all are travelers. Believe 
it or not (the discovery surprised us) 
more cheques are used in domestic 
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by FRED B. BARTON 
and JAMES MONTAGNES 


than in foreign travel. Customers in- 
clude the cautious traveling man who 
prepares against pickpockets and hotel 
sneak thieves by putting his cash in 
this safer form. And the business man 
who carries always a reserve $20 or $50 
travelers’ cheque in his wallet, to 
finance a roadside breakdown or a 
week-end hunting trip or otherwise 
insulate him against discomfort and 
delay, day or night. And the careful 
banker who buys a couple of $10 
travelers’ cheques and has his wife pin 
them away somewhere in her car, so 
that she likewise can command pre- 
ferred attention anywhere if something 
goes wrong with the car. 
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Few travelers’ cheques, in compari- 
son to the whole, are used for com- 
mercial purposes. Yet one bank re- 
calls a client who periodically used to 
buy three or four thousand dollars’ 
worth of travelers’ cheques and then 
start on a buying trip through several 
states. His merchandise was second- 
hand cars, his method was spot cash, 
his hunting ground the used-car lots of 
many cities. A trip might take a couple 
of months, and he carried his financing 
with him. 

Several United States banks issuing 
travelers’ cheques sell them exclusively 
through their branches and their own 
correspondents, although in the case of 
First National of Chicago this includes 
about 500 banks. Bank of America 
issues its cheques through its 462 
branches throughout California and in 
London, and through its affiliated 
institutions in Oregon, Washington, 
Nevada and Italy, and through inde- 
pendent banks and travel agencies 
from coast to coast and in Latin 
America and the Orient and Europe. 
National City Bank of New York like- 
wise sells through its own domestic and 
72 foreign branches and affiliates as 
well as its correspondent banks, both 
in this country and throughout the 
world. 

American Express sells through its 
own world-wide organization and 
through thousands of banks every- 
where. Thos. Cook & Son Bankers 
Ltd. likewise do a world-wide business 
through their own branches and 
through “‘Wagon-Lits, Ltd.,’’ meaning, 
in case you don’t know, “Railroad 
carriage beds” or Pullman cars and 
pronounced “waggo-lee.” 

Up in Canada the best-known local 


In the United States, as throughout the world, American Express leads in issuing travelers’ cheques. United States 
banks, however, through domestic and foreign branches and correspondents, are issuing a substantial volume 
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issuer of travelers’ cheques is the 
Canadian Pacific Express. This com- 
pany showed a 10 per cent increase last 
year over 1935. United States dollar 
cheques make up 57 per cent of this 
total, followed by 23 per cent in 
Canadian dollars and 20 per cent in 
sterling, all three being available for 
use throughout the world. 

Canadian Pacific Express traveler’s 
cheques are of necessity available in 
three types of currency, including £2, 
£5, £10 and £20 sterling. These 
cheques are printed on special water- 
marked safety paper. 

Canadian Bank of Commerce, one 
of the leading issuers of travelers’ 
cheques in the Dominion, used to give 
out a small booklet listing banks 
throughout the United States, Canada, 
Great Britain, Europe and the rest of 
the world where its cheques could be 
cashed. Today with travel in North 
America having grown to such propor- 
lions with the use of the motor car, it 
is impossible to issue such a booklet — 
it would become too cumbersome. Be- 
sides, many travelers cash their cheques 
at tourist camps, gasoline stations, 
hotels in small towns and stores where 
Canadian banks are not known. So 
the banks of the Dominion decided to 
change their policy and to issue cheques 
for domestic use only. 

Thus the Canadian Bank of Com- 
merce, the Dominion Bank, the Im- 
perial Bank, the Royal Bank, the Bank 
of Montreal, issue Canadian currency 
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travelers’ cheques in $10, $20, $50 and 
$100 denominations, payable only in 
Canada, at any branch of these banks 
or any other of the more than 3,500 
branches of the 10 chartered banks in 
the Dominion. The Bank of Toronto 
has only $10, $20 and $50 values. 

Colors vary, the Imperial Bank using 
a light buff $10 cheque, a gray $20, 
green $50 and pink $100 safety paper. 
Designs also vary from the plain litho- 
graphed to the engraved plate cheque 
showing the bank’s head-office build- 
ing. All follow the standard order of 
the signature of the purchaser being 
written in at the top at the moment of 
purchase, and the identifying signa- 
ture for encashment at the bottom 
left side. 


ANADIAN banks which do not issue 

their own travelers’ cheques are the 
Bank of Nova Scotia, Banque Cana- 
dienne Nationale, Banque Provinciale 
du Canada. 

Barclays Bank (Canada) with one 
branch in each of Montreal and 
Toronto, follows the London custom 
of issuing two travelers’ cheques in 
Sterling—£5 and £10—payable any- 
where in the world. 

Canadian National Express, the ex- 
press department of the Canadian 
National Railways, does not imitate 
Canadian Pacific in issuing its own 
travelers’ cheques but handles Amer- 
ican Express cheques instead. In fact, 
although Canadian banks claim to have 


shown American banks the first use of 
bank travelers’ cheques, American 
Express is the best known name in 
Canada. The banks sell that company’s 
cheques in volume, with Canadian 
Pacific Express cheques taking second 
place in the grand total. 

Because Canadian bank travelers’ 
cheques circulate only within the 
bounds of the Dominion the banks only 
charge one-half of 1 per cent, with a 
minimum of 40 cents. The Canadian 
regulation calls for a minimum of 5 
per cent of deposits to be deposited 
with the Bank of Canada or held by 
the individual bank in Bank of Canada 
notes. At present the percentage is far 
higher than the minimum. 

Canadian Pacific Express meets the 
50-cent-per-$100 fee for Canadian cur- 
rency cheques but conforms to the 
usual United States practice of charg- 
ing 75 cents per $100 on United States 
dollar or sterling cheques. 

But is that rate always charged in 
the United States? 

There’s no knowing. Of course many 
customers expect to pay their three- 
fourths of 1 per cent and do it unhesi- 
tatingly. Of this $100.75 on each $100 
worth of cheques issued, the local bank 
keeps 50 cents and remits $100.25 to the 
issuing institution. Mellon National 
and National City Bank require only 
$100 cash for each $100 in travelers’ 
cheques. And if any bank, large or 
small, wants to help a favored cus- 
tomer by giving him a_ (See page 22) 








AUSTRALIA— 


Bank of Australasia 

Bank of New South Wales 

Commercial Banking Company of 
Sydney, Ltd. 

English, Scottish & Australian 
Bank, Ltd. 


CANADA— 


Bank of Montreal 

Bank of Toronto . 

Barclays Bank (Canada) 

Canadian Bank of Commerce 
Canadian Pacific Express Company 
The Dominion Bank 

Imperial Bank of Canada 

Royal Bank of Canada 


GREAT BRITAIN—(Lonpon BANkKs) 


Barclays Bank 

Chartered Bank of India, Australia 
and China 

Coutts & Company 

English, Scottish & Australian 
Bank, Ltd. 

Lloyds Bank 


Bank, Ltd. 
Midland Bank 
National Provincial Bank, Ltd. 
Thos. Cook & Sons Bankers, Ltd. 
Westminster Bank 








Lloyds & National Provincial Foreign 


Banks and Others Issuing Travelers’ Cheques* 


OTHER BRITISH BANKS— 


London, England Bank of Scotland Edinburgh 
Sydney British Linen Bank Glasgow 
District Bank Ltd. Manchester 
Sydney Martins Bank Ltd. Liverpool 
National Bank of Scotland, Ltd. Edinburgh 
Melbourne 
IRELAND— 
Bank of Ireland Dublin 
Montreal Ulster Bank Dublin 
Toronto . 
Montreal ITALY— 
Toronto Banca Commerciale Italiana Milan 
Toronto Credito Italiano Milan 
Toronto 
Toronto NETHERLANDS— 
Montreal Rotterdamsche Bankvereeniging Rotterdam 


Twentsche Bank 


UNITED STATES— 


London 


London Bank of America, N. T. & S. A. 

London First National Bank of Chicago 
Mellon National Bank 

London National City Bank of New York 

London Thos. Cook & Son 

London STEAMSHIP COMPANIES— 

London Cunard Steamship Company 

London 

London STEAMSHIP AGENTS— 

London Dean & Dawson, Ltd. 


*Please note that this list was compiled by the authors from United States and Canadian sources and is as correct and complete as it was possible for them to 
obtain without resorting to a world. wide survey of banks. For banks or others not included, or incorrectly included, the editors gladly offer to print corrections. 


American Express Company 


Amsterdam 


New York, N. Y. 
San Francisco, Cal. 
Chicago, Ill. 
Pittsburgh, Pa. 
New York, N. Y. 
New York, N. Y. 


london 


London 
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The President and his Cabinet. 


il 





Reading from left to right around the table: President Roosevelt, Secretary of the Treasury Henry 


Morgenthau, Jr., Attorney General Homer S. Cummings, Secretary of the Navy Claude A. Swanson, Secretary of Agriculture Henry A. 
Wallace, Secretary of Labor Frances Perkins, Vice-president John Nance Garner, Secretary of Commerce Daniel C. Roper, Secretary of 
interior Harold Ickes, Postmaster General James A. Farley. Secretary of War Harry H. Woodring, and Secretary of State Cordell Hull 
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WASHINGTON ...«-:; 


Social Security Board’s recommendations for banks . . .. Opinion 
on capital deposit ratios . .. . The new Disaster Loan Corpora- 
tion.... A look at the Supreme Court’s latest gold decision 


by 
HENRY D. RALPH 


Washington Correspondent, The Burroughs Clearing House 


Flood and Disaster Loans 


While the flood waters were still over the banks of the 
Ohio River Congress rushed through a bill creating the 
Disaster Loan Corporation as a subsidiary of the Recon- 
struction Finance Corporation. It is empowered to make 
such loans as may be determined to be necessary or appropri- 
ate because of floods or other catastrophies in the year 
1937. The loans may be made on any terms and conditions 
and in such manner as the corporation may prescribe. 
While it has funds for only the current year, the Disaster 
Loan Corporation may continue indefinitely. 

In setting up the new corporation, Chairman Jesse H. 
Jones of the RFC laid down the policy that no funds would 
be loaned to borrowers who are able to get money through 
normal channels, or who are able to give the kind of security 
upon which the RFC lends through its industrial loans 


division or through the RFC Mortgage Company. The 
new organization is co-operating with the American Red 
Cross and with local relief committees and has adopted 
the policy that loans should be made in accordance with 
the ability of the borrower to repay and be secured where 
the applicant is able to give security. Where the applicant 
is not able to give security but has a good reputation for 
paying his debts his application is given consideration if 
the amount applied for and the purpose of the loan appear 
appropriate. The interest rate is 3 per cent with a waiver 
of interest for the first four months, and it is expected that 
these loans will be repaid within a reasonable time consider- 
ing the condition of the borrower. 

Another form of flood loan is being provided by the 
RFC Mortgage Company in co-operation with the Federal 
Housing Administration and the Works Progress Adminis- 
tration. Under this plan loans are made for relocating 
residences on high ground away from the possibility of 
flood damage. Such loans are made up to 80 per cent of 
the cost of new homes built on high land, at 4 per cent 
interest, and amortized over a period of twenty years, and 
are being insured by the FHA. Preference is being given 
to communities which are attempting to remove entire 
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districts from flood areas to higher ground, and the WPA 
is assisting in this work. 


Important Gold Decision 


Any remaining doubt as to the power of Congress to 
regulate the value of money or to invalidate gold payment 
contracts has been swept away by the latest gold decision 
of the Supreme Court. Following the same line of reason- 
ing used in the famous gold clause decisions of two years 
ago, the Court held that the power of Congress to regulate 
the value of money as given in the constitution supersedes 
the contract rights of private parties, and that the joint 
resolution of June 5, 1933, under which the dollar was 
devalued, nullified a contract calling for payment in a 
specified quantity of gold. The case was that of the 
Holyoke Water Power Company vs. the American Writing 
Paper Company, Inc., involving a contract for water power 
rights for which payment was to be made in a quantity of 
gold measured in dollars of the old standard or the equiva- 
lent in United States currency. 

Since this type of contract differed from those previously 
held to be no longer effective, the Court took the occasion 
to reaffirm the power of Congress over contracts involving 
the value of money, and concluded that the gold part of 
the contract was no longer binding and that payment 
might be made in dollars of the new value. While this 
case laid down no new principle, it made it clear that the 
monetary powers of Congress are supreme over the contract 











| Capital-to-Deposit Ratios 


The increased ratio of bank deposits to bank 
capital which has come about in the past year or so 
is not viewed with alarm by Federal supervisory 
authorities. While taking unofficial notice of the 
fact that many banks, both large and small, now 
have deposits much greater than ten times their 
capital, officials of the office of the Comptroller of 
the Currency, Federal Reserve Board, Federal Deposit 
Insurance Corporation, and Reconstruction Finance 
Corporation are all of the opinion that this situation 
should cause no particular concern. The old rule 
is primarily a matter of safety, and there are other 
safety factors now in the picture. 

At the same time it is felt that there may be 
many individual banks which might find it wise to 
increase their capital. They should be able to do 
this without much difficulty since bank stock no 
longer need carry double liability and prospects are 
for increased earnings. 

The Federal Deposit Insurance Corporation is 
more concerned about bank capital than any of the 
other agencies because it has to deal with a great 
many small banks. It has the power, which it 
frequently uses, to require a weak bank to strengthen 
its position, either by securing additional capital, 
merging with another bank in the community, or 
by other means. The ratio of capital to deposits, 
however, is only one of the factors considered by 
the FDIC, others being the proportion of capital in 
bank buildings and fixtures, the type of loans and 
investments made by the bank, and the general 
financial and business situation in the locality. 

The Washington view is that the chief reasons 
for the present high level of bank deposits are the 
government’s deficit financing and imports of 
foreign gold. 
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rights of citizens and closed a possible loophole for con- 
tracts seeking to avoid the effects of future changes in the 
value of the dollar. 


Treasury Financing 


The extent to which new financing will be needed in 
June and again in September will depend partly on income 
tax receipts and other revenues but more largely on the 
size of the appropriation bills passed by the current session 
of Congress and on obligations created by new legislation 
such as a new relief program, flood control, low cost housing, 
aid to farm tenants, crop insurance, and other matters 
now under discussion. 

That heavy Treasury financing is about at an end, 
barring unforeseen developments, is shown by the fact 
that during the next eighteen months maturing obligations 
amount to only about $3,000,000 exclusive of Treasury 
bills. The maturity of the balance of the public debt is 
fairly evenly distributed over the next twenty-five years. 

Secretary Morgenthau has adopted the policy of 
issuing no new securities with maturities of longer than 
seventeen years because of the operation of the Social 
Security Act. Under this act the Treasury is required to 
build up a fund of government obligations for payment of 
old age benefits, and it is estimated that within seventeen 
years this fund will be about equal to the present national 
debt, so that the operation of this fund, plus the regular 
sinking fund operations, should retire all of the debt now 
held by the public. While it is not unlikely that the social 
security financing plan may be altered eventually, it is 
apparent that very few new government bonds and notes 
will be sold to the public within the next few years unless 
something happens to throw the budget decidedly out of 
balance. 


A Federal Mortgage Bank 


Agitation for creation of a Federal Mortgage Bank is 
again active, although the proposal has been before Con- 
gress for a number of years without securing administra- 
tion support. Championed last year by the late Senator 
Fletcher of Florida, the proposal has been embodied in a 
bill introduced jointly by Senators Wagner of New York 
and Pepper of Florida, and is strongly endorsed by the 
National Association of Real Estate Boards. 

The bill would create a government corporation known 
as the Federal Mortgage Bank with 10 per cent of the 
capital subscribed by the United States Treasury and the 
balance by commercial banks, real estate and mortgage 
companies, and individuals. The bank would purchase or 
lend on first mortgages on urban property and would 
deal only with its own members who are engaged in the 
business of using their own funds in making real estate loans. 
The bank could issue bonds, notes, or debentures for this 
purpose. The bank could deal in home mortgages insured 
by the Federal Housing Administration; in other home 
mortgages which are amortized but not exceeding 65 per 
cent of the value of the property; unamortized home mort- 
gages up to 60 per cent of the value; and mortgages on 
other improved property up to 55 per cent of the value. 

Supporters of the bill contend that the anticipated 
increased activity in the real estate mortgage financing 
field points to the need for a central agency, owned by the 
mortgage lenders, which would act as a sort of Reserve 
Bank for mortgage lending and which would be a large 
factor in co-ordinating the mortgage market. 


HOLC Collection Policy 


The Home Owners Loan Corporation plans to make no 
changes in its collection and foreclosure policy in spite of 
much current discussion in the press. 

It is a demonstrated fact that the HOLC collections 
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Legislation to bring all banks under the Social Security 
law is favored by the Social Security Board and probably 
will be enacted at this session of Congress. Prevailing 
sentiment favors bringing all institutions under the law 
over the suggestion of exempting all as a means of remov- 
ing existing inequalities. 

At present the law exempts instrumentalities of the 
United States Government from both unemployment 
compensation and old-age benefit sections. This has been 
interpreted by the Bureau of Internal Revenue as meaning 
that national banks, state bank members of the Federal 
Reserve System, and building and loan associations which 
are members of the Federal Home Loan Bank System are 
exempt, while other state banks and other building and 
loan associations are included. 

Further inequalities are illustrated by recent rulings 
of the Bureau of Internal Revenue. A local clearing house 
is not exempt even though most of its members are. A 
national bank may not bring itself and its employees 








Legislation Would Remove Social Security Inequalities 


under operation of the law voluntarily. A safe deposit 
company is not exempt from the law even though the 
bank itself is exempt. Building and loan associations, 
co-operative banks, homestead associations, insurance 
companies, and savings banks, chartered by the various 
states, which are members of the Federal Home Loan 
Bank are instrumentalities of the United States. Organi- 
zations operating under the Farm Credit Administration 
are likewise exempt, including Federal Land banks, pro- 
duction credit corporations, production credit associations, 
the Central Bank for Co-operatives, the regional banks for 
co-operatives, regional credit corporations, the Federal Farm 
Mortgage Corporation, and Federal intermediate banks. 

In a recent ruling the bureau declared that where a 
building and loan association is subject to the act its 
directors must be classed as employees subject to tax if 
they perform other duties than attending meetings such 
as serving on appraisal or audit committees for which 
they receive compensation. 

















rise or fall in proportion to the amount of publicity given 
to foreclosures or to the possibility of a more lenient policy, 
and for this reason the officials are reluctant to discuss the 
matter. Reeent Congressional hearings elicited the infor- 
mation that by June 30, 1938, the HOLC probably would 
have authorized foreclosure actions against 160,000 homes, 
and publication of this figure caused two immediate re- 
sults. On the one hand, collections increased appreciably, 
but on the other hand, half a dozen bills were introduced 
in Congress to amend the HOLC act in various ways such 
as granting a moratorium to borrowers, extending the 
period of the loans, reducing the interest rate, staying fore- 
closures, and authorizing new loans. HOLC officials will 
oppose such legislation, and its enactment is not probable, 
but its serious consideration by Congress would greatly 
hamper collections. However, if the HOLC attempts to 
increase collections by a stricter policy it will also increase 
pressure for enactment of such legislation. 

The long-time outlook for the HOLC is a satisfactory 
liquidation of all its loans with little or no loss to the 
Federal Government, provided there is no political inter- 
ference with its present policy. Much of the recent alarm 
over foreclosures has been due to the fact that the HOLC 
speaks in terms of authorized foreclosures, although to 
date less than half of the authorized foreclosures have 
resulted in taking title. On January 31, the corporation 
had authorized 72,000 foreclosures, but 31,000 were still 
pending without decision. 
being managed by local real estate brokers and it is the 
policy not to dump these on the market at bargain prices. 
Some 600 homes have been sold, and on this lot the HOLC 
has recovered its entire investment. Most of the others are 
rented, and rental collections average 96.3 per cent. 

Recent figures on collections from borrowers show that 
483,000 are currently paying all their obligations and are 
in good standing; 102,000 are less than three months in 
arrears but are paying regularly now; 200,000 are making 
current payments and are reducing their arrearages under 


agreed plans; a final group of less than 200,000 is consider- 
ably in arrears. 


Permanent Neutrality Law 


Differences between the Senate and the House over 
Various provisions of the permanent neutrality law will not 
affect foreign financing in the United States in the event of 
a war abroad, since both bodies have approved identical 


Homes already taken over are. 


drastic restrictions in this matter. The differences involve 
the degree of discretion to be given to the President in 
embargoing exports of materials useful in the conduct of a 
war but not in themselves classed as munitions, and in the 
application of the so-called “‘cash and carry” plan under 
which still other commodities could not be exported except 
in foreign flag ships and except when fully paid for, but the 
financial provisions of both bills are fully mandatory. 

Both provide that in the event of a foreign war, inter- 
national or civil, the President shall proclaim the fact, and 
immediately thereafter certain actions by American citizens 
become illegal. One of these actions is dealing in new 
foreign securities, and both bills make it unlawful for any 
person within the United States to purchase, sell, or ex- 
change bonds, securities, or other obligations of the warring 
governments or of any political subdivision, or of any person 
acting for or on behalf of such governments, issued after the 
date of such proclamation, or to make any loan or extend 
any credit to any such government or person. It is pro- 
vided, however, that if the President shall find that such 
action will serve to protect the commercial or other interests 
of the United States or its nationals, he may, in his dis- 
cretion, and to such extent and under such regulations as 
he may prescribe, except from the operations of this pro- 
vision ordinary commercial credit and short-term obliga- 
tions in aid of legal transactions and of a character 


customarily used in normal peace-time commercial 
transactions. 


Tax Legislation 


Tax legislation will be postponed until late in the session, 
but action will be imperative by the end of June when 
excise taxes yielding approximately $500,000,000 will 
expire. A fierce controversy is anticipated then since the 
administration is on record as continuing these taxes for 
another couple of years, while industries affected by them 
are bringing pressure to have them terminated. Proposals 
to modify the tax on undistributed corporation surplusses 
will also be made and while the administration is expected 
to oppose most of these it is possible that the law may be 
amended to give some relief to corporations with impaired 
capital and those which have outstanding debts which 
might be paid out of surplus. However, any modification 
in the tax laws at this session is expected to be minor. The 
administration has been considering a general overhauling 
to simplify all Federal tax legislation. 
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‘LHe Centra FILe 


of Customers Names 


HAT a central file should con- 

tain in the way of information 

must obviously depend upon the 
bank’s needs. We have seen all manner 
of central file records, varying in com- 
pleteness from a smattering of infor- 
mation all the way up to a life history 
of the individual, and varying in ex- 
pense of maintenance from very slight 
to rather substantial. 

In our bank we installed a central 
file a few years ago which was different 
from anything we had yet seen. Since 
then we know of a handful of banks 
which have adopted something sub- 
stantially similar. Ours cost us nothing 
much in time or expense to install, and 
costs us little or nothing to maintain. 

It came about because, in a big city 


_ bank, we were shown a central file 


system which to us seemed more com- 
plex than would be necessary in our 
institution. It contained a lot of facts 


Here you see the central customers’ file 
in actual operation ... you see its advan- 
tages as a central source of information, 


examine the forms, 


and consider the cost 


by 


LYALL B 


ARNHART 


Comptroller, The First National Bank and Trust Company of Oklahoma City 
Oklahoma City, Oklahoma 


which were not particularly valuable 
if we had them, and it was pretty 
elaborate to maintain. But it started 
us thinking about the subject, and 
ended up with the system which we 
worked up to fit our needs. 

In any bank except a 





CENTRAL INFORMATION FILE 
Finst Nationat Banx & Trust Co. 


IN OKLAHOMA CITY, OKLA. pate_97 271934 


very small one, the bulk of 
the commercial accounts — 
in number, mind you, not 





| _NAME Jones, H. 


in dollars! —consists of small 
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1015 N. W. 14th 


























account with a rail officer they are 
seldom seen except by a teller. The 
average number of these customers 
unknown to the officers is very large. 
Yet, every once in a while, one of these 
customers bobs up at an officer’s desk 
with some request, usually for a loan. 
The officer never heard of him, nor did 
anybody else in authority. The cus- 
tomer may have had an account with 
us for twelve years, maintained a five- 










































































































































































































































































aponass depositors. These folks hundred-dollar balance, kept a safe 
come into the bank, and deposit box and a savings account — 
BUSINESS ADDRESS 1500 First Nat'l Bldg after originally opening an have been, in brief, one of those small 
ss NA TIONALITY 
HAS RESIDED IN OKLAHOMA CITY 3 weeks 
———_ ~ ew On the front the central information file card carries basic information about the cus- 
} PREVIOUS BANKING CONNECTIONS tomer. On the back it carries the record of his use of the bank’s services. A form similar 
to the front of the card, but of lighter weight, is used by the new account department. 
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The central file is located in the credit department, and adjoins the loan officers’ platform 


customers who are the salt of the earth 
because they leave their money with 
us, employ our services, and cause us 
no trouble at all. Such a customer has 
a feeling that ours is his bank. He 
knows us, he feels we should know him 
—in fact, if anybody asked him he 
would assure the asker that he is well 
and favorably known to us. Probably 
we should know him, but with ten 
thousand accounts —or even one thou- 
sand —it is not to be expected that the 
officers will know the folks who do not 
have personal dealings with them 
rather frequently. 

Perhaps you think you know all of 
your customers, or that some of your 
officers know them all. We have seen 
this checked in towns of 10,000 where 
the officers of the bank have been there 
for their entire lives. When they came 
to settling it by test, at least 30 per 
cent of their good customers were un- 
known to them except by name. One 
bank in a small town picked up the 
plan from us—and finds it just as 
valuable as we do. 

As we turned over the idea of setting 
up a system to enable us to know these 
customers, it was doubtful just how 
we could set up the plan. What in- 
lormation did we need about each 
customer? Where would we get it? 
[low much would it cost? And would 
it be worth it? 

About this time I happened through 
a department just as they were trim- 
ming off the ledger stubs prior to send- 
ing out statements. Here, ready at 
hand, was a source of one valuable bit 
of information —the average balance of 
the customer. A little investigation 


disclosed that our addressing machine 
could be so set that it would make an 
extra impression of the customer’s 
name on the stub at the same time the 
statement sheet was being headed up, 
at a very slight increase. As an experi- 
ment, the first month we had these 
slips we parceled them out to the pay- 
ing-receiving tellers and asked them to 
figure the average balances as they got 
time. We thought it would take a 
week, but the stubs with average bal- 
ances all came back within two days. 


HE president of our bank liked the 

idea when it was presented. Some few 
of our officers saw no sense in it. ““Why, 
I know every customer in this bank,” 
declared one. For some weeks after the 
cards had been printed and headed 
with names and address, we held after- 
hours officers’ meetings to go over 50 
of the cards each afternoon and con- 
tribute anything any of us might know. 
It was sufficient proof of the need for 
the system when we found that about 
most of the customers all of us knew 
utterly nothing. 

The form that we adopted at the 
start and that we still use is reproduced 
on this page. Printing up the card 
cost $42.50, and this was the total 
expense of starting the file. On the 
front it carries a few salient facts about 
the individual—name, address, occu- 
pation, employer, date of opening ac- 
count, and so on. On the back is one 
ruling to show the average monthly 
balance for five years, also the checks 
returned n.s.f. or overdrawn. Here also 
is provided a semi-annual savings 
account balance, space for the safe 


deposit contract number, space for the 
type of trust agreement if any. And 
if the customer has a line of credit, a 
checkmark shows it. To make out the 
cards in the first place required very 
little work; most of the front-of-the- 
card facts were found on signature 
cards, and we had these transferred to 
the central file cards by putting a few 
transit department girls on the job at 
slack hours of the day for a couple of 
weeks. 

The cards were shipped around in 
not too large batches to the savings 
department, safe deposit department, 
and trust department for notation, and 
this was worked out in a very few 
weeks without an undue burden upon 
anyone. Then the work of maintaining 
the monthly entries was turned over to 
the credit depdrtment. We made no 
effort to go back and dig up the past 
history as respects average balances 
and returned checks; we were satisfied 
to let this build up through the months. 
Incidentally, we find that these figures 
can be added by the analysis clerks 
when they are working up their 
monthly analyses without lengthening 
the job more than two or three hours. 

The central file is kept in the credit 
department, for two good reasons. 
First, the girl in the credit department 
is not overburdened with credit work 
and can handle this as well as not. 
Second, it is directly adjacent to the 
loan officers’ platform, and these are 
the folks who need it in a hurry when 
they need it. 

A stranger walks up to the desk of 
one of our loaning vice-presidents and 
says, “I’m John L. Jones. I’ve had an 
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account here for eight years, and | 
need a little credit.” 

““Glad to know you, Mr. Jones,”’ says 
the vice-president. ‘Miss Barnes. 
get me the file card on John L. Jones.” 

Mr. Jones will invariably fill in with 
talk the time between this request and 
the arrival of the card, which usually 
requires about thirty seconds. Then 
our officer looks over the card and sees 
that Mr. Jones, like the customer 
already cited as an example, has kept a 
fair balance with us, has not bounced 
any checks, keeps a safe deposit box 
and a savings account which is still 
pretty small, has no line of credit. 
Further, he sees that Mr. Jones is a 
salesman, Sinclair Refining Company, 
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age 37, married, two children, owns a 
good middle-class home. 

‘“‘Now then, Mr. Jones, what salary 
do you get from Sinclair?” asks our 
officer. “I suppose you are still with 
them. What territory do you cover for 
them?” <A few more questions, well- 
aimed because the file card gives a 
sense of direction, and our officer is 
equipped to say yes, to say no, or per- 
haps to say, “I’m going to have to ask 
you for a few more facts than we have. 
Now can you fill out this property 
statement, showing your assets and 
your liabilities. . .” 

In short, Mr. Jones is not greeted 
with a blank stare or with the be- 
wilderment inevitable to a banker who 
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These are the departmental forms on which daily reports of changes or activity are submitted 


to the central file clerk. 


Information on new and closed credit lines, and on payments made 


to the discount department is obtained informally by the file clerk 


is asked for a loan by a total stranger 
whom he realizes he should know. 

Another frequent use of the cards is 
in answering credit inquiries. After 
all, the bulk of the inquiries received 
deals with individual customers who 
have never asked us for credit. We can 
look up a customer’s central file card 
and tell at a single glance whether he 
looks like a good prospect for a depart- 
ment store charge account —or whether 
we had rather not recommend him. If 
an inquiry comes in on a commercial! 
or individual account with whom the 
credit department girl is not familiar 
offhand, she looks at the file card. I! 
he has ever been granted a credit line, 
this is marked —and she has a folder in 
the credit file. 

It is the same way with the loan 
officer who gets from a stranger a re- 
quest for a loan so large it takes his 
breath. The officer sends for the file 
card, which shows a credit line granted 
perhaps five years ago and never used. 
Therefore, there must be a credit file. 
When this arrives, he has the entire 
story before him. 

Likewise with the day’s grist of hot 
checks. There are always in the n.s.{. 
checks some names strange to our 
cashier. He takes the pile to the cen- 
tral file, looks up the unknowns on the 
file cards, and decides which to return 
unceremoniously, which to refer to 
other officers, which to have called up. 


"THE cards are likewise very useful as 

the source of a selective mailing list 
for any particular purpose. Periodi- 
cally our safe deposit manager comes to 
the file and looks through it. The 
good prospect for a box is the man who 
keeps ‘a respectable balance and whose 
card also shows no safe deposit con- 
tract number. The trust department 
has made some excellent contacts 
through using the file. The bond de- 
partment has found in this record some 
desirable customers. When we were 
still soliciting savings accounts, we 
regularly sorted out the best prospects 
—salaried folks who maintained fair 
balances —classified these by occupa- 
tions, and sent the same letter to each 
person in a given line of work. 

Once the central file is set up, there 
is nothing to keeping it up. Rail officers 
use printed scratch pads ruled up like 
the face of the file card. Their stenog- 
raphers make out the file cards for new 
accounts daily, taking the facts from 
the handwritten sheets. Bookkeeping 
sends word of close-outs and these 
cards come to me, after being appro- 
priately marked in the credit depart- 
ment, to decide whether to investigate 
or simply drop. The closed account 
cards go into a dead file, and if ever the 
account reopens it starts on this old 
card with all past information. 

The plan is simple, effective, costs 
practically nothing to operate. 
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“A sympathetic understanding of the problems of bankers by the people is held to be an essential to sound banking."’ 
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Humanized BANKING 


Many things in the experience of bankers with the public 


seem illogical.... Yet “public relations” grow i importance 


HE president of a great metro- 
politan bank received the follow- 


ing true letter: 

“My Dad put some money in your 
bank because he said it was a good 
bank. I have about $50 saved that I 
want to put into your bank too. I go 
lo camp in summer so I want my bank 
account to swell to at least $100 by 
then. I am nine years old. Expect me 
Saturday.” 

Possibly as the average citizen comes 
lo feel more generally that his own 
personal financial affairs are as im- 
portant to the bank as the lad felt his 
were the problem of bank public rela- 
lions will become proportionately less 
difficult. 

_The past seems to show that tech- 
nical efficiency, sound management 
policies and economic rectitude alone 
‘orm too cold a philosophy to win a 
warm place in the hearts of the public 
lor good banking, no matter how good, 
if it lacks the human touch. 

Many things in the experience of 


by 
GURDEN EDWARDS 


Director, Publicity Department, American 
Bankers Association, New York, N. Y. 


bankers with the public the past few 
years have otherwise seemed illogical. 
For instance, there is the case of the 
banker whose institution may have had 
a long and unblemished record of 
public service in his community with- 
out causing a cent’s loss to a single 
depositor, while many of its customers 
had become rich with the aid of money 
it had loaned them. Yet, when the 
wave of public opprobrium swept over 
banking there is no record that peti- 
tions were widely circulated singling 
out banks of this type for public praise 
and gratitude. 

Again, now that the era of business 
depression and failing banks is rapidly 
receding into the past, it remains a 
source of wonderment to many bankers 
that there is a large part of public 





opinion which still looks upon banks 
and bankers with suspicion and dis- 
trust. Even yet not many days pass 
but that some politician in the heat of 
a speech denouncing some great wrong 
is able to discover that bankers are at 
the bottom of it. Example: it is 
bankers who coach the heads of big 
industrial concerns to resist the fair 
demands of labor. The politician 
knows he will always find a responsive 
chord in a large section of the popular 
mind to sallies of this sort, for the 
banker has become a sure fire symbol 
for creating public prejudice for a 
purpose. 

This odor of non-sanctity still clings, 
even though it is plain that the 15,000 
banks which are still in existence must 
have been good banks, or they would 
not have survived the hurricane as they 
did, and the bankers managing them 
must have been good bankers and good 
citizens or they would not still be in 
the business of banking. 

Perhaps a large part of (See page 26) 
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Speeding [tems to the 
Proor DEPARTMENT 


A three-stage conveyor carries items from tellers’ cages to 


the proof department in The First National Bank, Saint Paul 


by 
GORDON M. MALEN 


Advertising Department, The First National Bank 
of Saint Paul, Saint Paul, Minnesota 


Pe EPOSITS, please.” 
With this penetrating request from a messenger 
at the rear of the cage, it was little wonder that 
George Gray, teller at the M to N window, thumbed past 
one greenback when counting the currency deposited by 
the Martin Manufacturing Company. Of course his total 
didn’t tally with the one on the deposit slip. 

Smiling understandingly, yet scarcely concealing his 
impatience, T. F. Martin, he’s treasurer of the company 
and one of the bank’s best customers, began an irritated 
staccato with his finger tips on the counter ledge. 

But Gray had no choice. He turned with resignation 
from the money he was counting, gathered up his deposit 
items and handed them over a grating at the rear of the 
cage to a waiting messenger. Then he started anew on the 
checking process. 

This time his total was correct. But Customer Martin 
had taken several only-too-evident glances at his wrist 





The first stage. Items are dropped through a slot beside watch. , J , : 
the teller’s window onto a conveyor. This conveyor, with This situation typifies a common operating problem 
its protective grill, may be seen beneath the counter 


sade 





= 


The conveyor, a 160-foot endless belt, runs beneath the long row of tellers’ counters 
at the right of the bank’s lobby. This is the first stage of the conveyor system 
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The second stage. Items arrive at the exchange department at the 

end of the conveyor. Here charges are calculated, the items placed 

in heavy cloth sacks and sent upstairs by means of a bucket-type 
lift. The lift drops them onto a second horizontal conveyor 


which is causing no little concern in 
many of the nation’s larger banks. 

What, these institutions ask, is the 
most efficient and economical method 
of forwarding deposit items from the 
teller’s cages to the proof department? 

The First National Bank of Saint 
Paul, one of the Northwest’s largest 
financial institutions, particularly felt 
the need of a new system, for in a 

. normal day it handles nearly 50,000 
items between tellers, located on the 
second floor, and the proof department, 
on the fourth floor. A great bulk of the 
work falls within a three-hour period; 
consequently it was imperative that 
speedy, uncongested traffic be provided 
between the two departments during 
that period. 

A solution was found through the 
installation of a three-unit conveyor 
system, believed to be the only adapta- 
lion of its kind in any bank. In five 
years of successful operation, its merits 
have been clearly demonstrated. 
_During this period, the First Na- 
tional Bank has found that the con- 
veyor system, as compared with the 
lormer method of having messengers 
collect the deposits and take them to 
the exchange and proof departments, 
possesses several distinct advantages. 
lhe advantages are: 

_ Confusion on the main banking floor 
is reduced, for messengers need no 


longer call at the paying and receiving 
cages. It permits the teller to direct his 
entire attention to customers. 

Time is saved in transferring items 
between tellers and proof department, 
and other divisions of the bank. In- 
stead of being left at the tellers’ 
counters until collected, ilems are now 
forwarded immediately. 

Messengers, who formerly devoted 
their entire time to collecting deposits, 
are now free to perform more impor- 
tant duties elsewhere in the bank. 


A STEADY flow of incoming work is 

provided for the proof department 
during the entire day, and the amount 
of work during “rush hours” is 
reduced. ~ 

Operation is economical. Periodic 
inspections and check-ups have reduced 
mechanical repairs and replacements 
to a minimum. 

Actual installation of the conveyor 
system presented no insurmountable 
problems. As in many other banks, the 
First National’s twenty paying and re- 
ceiving tellers occupy a long row of 
cages located along one side of the main 
banking lobby. The first stage of the 
conveyor system is beneath the tellers’ 
counters. A 160-foot endless belt con- 
veyor was installed leading directly to 
the exchange department, which is 
situated at one end of the row of cages. 
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The third stage. The second horizontal conveyor, 100 feet in length, 

ends in the proof department, the terminus of the conveyor system. 

Sacks containing the items are received in numerical order, a feature 
that serves as a check against the system 


Items are dropped on the conveyor 
by the tellers through convenient slots 
in each counter, and as safety meas- 
ures, the entire system through the 
tellers’ department is_ electrically- 
lighted and protected by an iron grill- 
work. 

After riding along this endless belt, 
items are deposited at the exchange 
department. There charges are calcu- 
lated. Then the items are placed in 
consecutively numbered heavy cloth 
bags and sent to the fourth floor by 
means of a vertical lift, the second 


stage. This lift, which consists of a 
series of “buckets” attached to an 
endless chain, stops automatically 


should any bag become caught in the 
mechanism. 

Arriving at the fourth floor level, the 
bags are dropped from the lift to a 
second horizontal conveyor, 100 feet in 
length. This is the third stage of the 
conveyor which carries the items 
directly into the proof department. 

Should any bag be lost in transit be- 
tween the exchange and proof depart- 
ments, its absence would be noted im- 
mediately because of the resultant 
break in the consecutively numbered 
series arriving from below. 

Motive power for the entire installa- 
tion is furnished by three electric 
motors, ranging in size from one to 
five horse power. They (See page 32) 
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Court DEcIsIons ... 


A decision that warns banks to make certain of their authority 
for corporate signatures... The standard expected of banks as 
trustees... A technicality that arises in the cashing of checks 


Corporate Signatures 


Banks discounting notes indorsed by 
corporate payees may be in danger of 
heavy loss under a doctrine of law laid 
down in a recent New Jersey case. 

There, a note drawn to the order of 
a corporation was indorsed for the 
corporation by its secretary and treas- 
urer, who happened to be one man. 
The note as thus indorsed was de- 
livered, before maturity and for value, 
to an indorsee. This holder later sued 
the maker of the note when the instru- 
ment was not paid at maturity. 

One of the issues raised by the maker 
was that the corporation’s indorse- 
ment on the note was not the au- 
thorized and valid indorsement of the 
corporate payee. At the trial the by- 
laws of the corporation were intro- 
duced. The by-laws provided that “all 
checks, drafts or orders for the pay- 
ment of money shall be signed by the 
president together with the vice-presi- 
dent or treasurer’ and that ‘“‘all notes 
and acceptances shall be signed by 
either the vice-president or the treas- 
urer together with the president.” 

The holder argued that the authority 
of the secretary and treasurer to in- 
dorse the note for the corporation was 
proved by the fact that similar indorse- 
ments had been honored by the cor- 


by 


CHARLES R. 
ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 
District of Columbia 


poration in previous instances. To this 
the court said: 

“The practice of banking corporate 
paper upon the signature of the secre- 
tary and treasurer alone does not 
appear with such definiteness or uni- 
versality as to be evidential on the 
issue of the authorization by the 
corporation to indorse the note sued 
upon.” : 

Bankers and lawyers are apt to feel 
that where a bank holds paper as a 
“*holder in due course,” its right to 
collect cannot be attacked; but, as the 
court pointed out: 

“The holder of a note payable to 
order cannot recover on possession 
alone, but must prove the genuineness 
of the indorsement by the payee or the 
authority of the person purporting to 
act as agent to affix the signature of 
the payee where the issue is raised.” 

The danger of relying on the “pre- 
sumed” authority of an officer of a 
corporation to affix the corporate 
signature to a negotiable instrument is 


apparent. A wholesome rule for banks 
discounting notes bearing corporate 
signatures is to require, in each case, a 
certified copy of the by-laws or resolu- 
tion of the board of directors of the 
corporation setting forth the authority 
of named officers to indorse or other- 
wise sign negotiable paper on behalf of 
the corporation. (Hirsch vs. Ollen- 
dorf, 189 Atlantic Reporter, 82.) 


Banks as Trustees 


While banks make better trustees 
than individuals, they must expect to 
be held to a standard of performance 
that is in some respects more exacting 
than that required of individual trus- 
tees. Developing this thought in a 
recent decision, Mr. Justice Edgcomb 
of the New York Supreme Court, 
Appellate Division, says: 

“It is very true that, unless other- 
wise prescribed by statute, a corporate 
executor is subject to no greater lia- 
bility than that which devolves upon 
an individual executor. Nevertheless. 
a bank has certain advantages over an 
individual in determining the wisdom 
of retaining or disposing of securities 
belonging to an estate. It not only 


has its trust officer, who is supposed to 
be more or less familiar with market 
prices of securities, and (See page 3!) 
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Construction Loans 


(From page 7) division is to ascertain 
the applicant’s experience. We then 
give consideration to the credit 
standing of the individuals behind 
the project. As most of our con- 
struction loans range from $125,000 
upwards, it will readily be seen that 
the credit standing of the applicant is 
important. In determining the appli- 
cant’s standing, we follow the same 
routine that is employed in the exten- 
sion of commercial banking credit. 
With all the plans and appraisals in our 
possession, it is not difficult to arrive 
at the actual cost of the project, and 
from this it is comparatively simple to 
estimate how much cash and how much 
credit are required. 

It is important to remember that the 
greatest risk lies in the possibility of 
our having to take over an incom- 
pleted structure. The credit standing 
of the builder becomes all the more 
important when we remember that the 
bank credit available to sub-contrac- 
tors is quite constricted. This makes 
it all the more necessary for the builder 
to have a good cash position so that we 
can be sure of uninterrupted construc- 
tion. It is also important, however, to 
check into the ability and standing of 
the sub-contractors so as to be sure 
that the workmanship will be satis- 
factory and that they have sufficient 
means to hire the requisite number of 
mechanics to complete the building 
within the renting period. In New 
York City leases generally expire 
either on May 1 or October 1, and it is 
a mistake to have a building finished 
beyond these renting seasons. 

In all negotiations pertaining to con- 
struction loans, it is necessary to em- 
ploy experienced counsel to handle 
such tasks as procuring the title 
policy, making searches of the prop- 
erty, inspecting surveys and ascertain- 
ing that there are no prior liens against 
the property before we advance the 
funds. Naturally counsel will make 
sure that all legal papers are in proper 
form and will arrange to have them 
properly recorded. 

Our manner of handling construc- 
tion loans has been favorably com- 
mented on by savings banks, insurance 
companies and mortgage companies 
generally. Several of the more impor- 
tant loans in this department during the 
past year have in fact been referred to 
us by such institutions. Every building 
construction loan we have made has 
been liquidated by means of a per- 
manent mortgage placed elsewhere on 
the building when completed, and in 
each case in an amount in excess of the 
total amount advanced by us. 

Properly supervised, construction 
loans constitute a desirable and profit- 
able investment for banks. 
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would have a new mean- 


ing to you, a NEW value! 


WE SAY: The Diebold Revolving, Sliding 
Tray Ledger Safe brings 100% more acces- 
sibility to your ledger records. We ask you 
to note the convenient reference angle, the 
natural working posture, the better vision 
afforded as illustrated below. We ask you 
to compare the efficiency, speed and accu- 
racy of an operator with ALL of these 
mechanical advantages with the posting 
conditions in your own department. 






























Have you made it possible for your opera- 
tors to handle more accounts faster? Have 
you considered their extra burden, month 
by month, when each reference to state- 
ment ledgers must be made at an un- 
healthy, uncomfortable position? Diebold 
is the only manufacturer who has brought 
100% accessibility to your vital records 
PLUS two-hour fire protection. This exclu- 
sive feature has quickly obsoleted other 
types of ledger safe equipment. 


WHAT DO YOU SAY: Are you willing to invest 
a few minutes to ask for the complete informa- 
tion? Your operators MUST handle more ac- 
counts. Diebold has the solution! 
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DIEBOLD 


SAFE & LOCK COMPANY 


MAIN OFFICE, CANTON, OHIO 
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INCREASED RESERVES 
...and DECREASED FLOAT 


The increase in Federal Reserve requirements 
makes it essential to speed up presentation of 
items and availability of funds. 


We offer three time-saving features: 


Night Transit service in which items are 
dispatched as well as received. 


Consistent use of air mail, to present items 
in distant centers the next day...8 hours to 
Jacksonville, 1514 to San Francisco. 


Direct sending of 75% of our Ohio items. 


May we show you by actual test how our 
transit facilities can save you time? 


THE 


NATIONAL CITY BANK 


OF CLEVELAND 


Resources in excess of $125,000,000 


Member Federal Deposit Insurance Corporation 
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NATIONAL BANK OF DETROIT 


DETROIT, MICHIGAN 


ESTABLISHED MARCH 24, 1933 3 RESOURCES EXCEED $400,000,000 


Member Federal Deposit Insurance Corporation 
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Travelers’ Cheques 


(From page 10) wholesale price on the 
travelers’ cheques for his trip, that 
would seem to be their business and 
nobody else’s. Although why any 
bank should break the established rate 
and endeavor to do business without 
profit is a question worth asking. 

The size of travelers’ cheques, as you 
might suppose, is usually the same as 
our United States currency, namely 
234" by 63%’, or 6.9 cm. by 16.1 cm. 

In color, you find all kinds. American 
Express holds to the familiar blue, so 
well known to bankers and to tourists. 
Bank of America uses the same orange 
color for its $10, $20, $50 and $100. 
National City Bank uses a uniform 
gray background, although the medal- 
lion surrounding the figures $10, $20, 
$50, and $100 is of different shape and 
pattern. 

First National of Chicago tints its 
$10 cheques blue, the $20 green, the 
$50 purple and the $100 orange. 
Mellon National also has a different 
color for its $10, $20, $50, $100 cheques 
and —an unusual size — $200. 

In the matter of safeguards, all the 
companies in this business in the 
United States have a new story to tell. 
First National of Chicago and Bank of 
America employ small colored discs or 
planchettes which are embedded into 
the paper to prevent alteration. Mellon 
National uses specially selected safety 
paper. American Express uses paper 
made specially for its use, dotted 
through with fine checks, and ink of 
chemical substance which makes era- 
sures and attempts to alter easily 
detected. National City Bank likewise 
employs the utmost in protections 
against alteration, using a specially 
made water marked paper and a back- 
ground tint consisting of faint waved 
lines printed in sensitized light gray 
ink which change color and present a 
broken appearance at the touch of a 
chemical or an eraser. 

First National of Chicago features a 
new safety idea, a carefully thought out 
point which distinguishes its paper 
from most others. The purchaser, on 
receipt of the cheques, signs at the 
bottom. The counter signature is at 
the top of the cheque, where the hand 
of the writer covers the previously 
written name, so that forgery is a bit 
more difficult, in the event that lost 
cheques find their way into criminal 
hands. 

What happens if a traveler loses his 
cheques? 

The bank that sold him the cheques 
hands him an affidavit to fill out and 
sign. He states the amount still 
uncashed, and the numbers, and 
affirms that these have not been spent 
for merchandise, or signed in advance. 
The bank, on its part, certifies that the 
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gentleman is known to them and is 
honorable. 

Then the issuing bank repays the 
amount of the cheques. 

If later these are picked up and pre- 
sented for payment, that’s the issuing 
bank’s problem. Assuming the signa- 
ture has been forged, the issuer can 
refuse payment, but as a matter of 
practice rarely does so. Safe to say is 
that forgery happens but rarely. Most 
of the United States institutions men- 
tioned have their own secret service 
which follows any case of fraud. Stolen 
travelers’ cheques are generally re- 
garded by the underworld as being 
too “hot” to handle with any peace of 
of mind. National City Bank makes 
its investigations through trained em- 
ployees of the attorneys for its under- 
writers, which are Lloyds of London. 

The important item for the customer 
to remember, of course, is that his 
money is protected in the event his 
cheques become lost or stolen, but that 
some responsibility rests on him. If the 
cheques get lost, he has the same pro- 
cedure to comply with as in collecting 
on a fire insurance policy. He needs 
an inventory. Many travelers are too 
careless about even writing down on a 
separate sheet the numbers and 
amounts of their cheques. 


S might be expected, new develop- 

ments in travelers’ cheques are 
necessarily few. The ground has been 
thoroughly explored. American Ex- 
press makes special concessions to 
travelers by issuing a Reichsmark 
travelers’ cheque, a Pengo travelers’ 
cheque and one payable in Italian 
lire. For a long time this company 
has been issuing cheques in sterling 
and in Canadian dollars. 

Another American Express specialty 
is the Travelers’ Cheque Exchange 
Order. This is a miniature letter of 
credit, written in denominations of 
$250 and $500 and convertible at 
specific points into cheques of the 
familiar $10 and $20 and $50 denom- 
inations. 

Travelers’ cheques may, of course, 


4 





be presented at any time for payment. 
It goes without saying that the volume 
outstanding at any time would be a 
sizable figure, and that the income 
received by issuers from the sale of 
cheques would be an important factor 
in connection with the profit in this 
end of the business. 

What the bank does with its funds 
and what type of security it buys, de- 
pends on conditions and its own invest- 
ment program. 

The system these issuing institutions 
use is extensive but fundamentally 
simple. There is a detailed ledger or 
registry. All the cheques are num- 


bered, with a line for each. This huge 
book contains the record of cheques 
from, say, B-4,900,000 to B-8,200,000. 
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CHASE SERVICE 


To Correspondent Banks 


Investment Checkings 


IN ADDITION to its securities safekeeping ser- 
vice and its facilities for the execution of pur- 
chase and sale orders, the Chase is helpful to 
correspondents in a number of other ways. 


Correspondents frequently seek information 
about commercial paper or acceptances which 
they are considering for investment. 


Such inquiries are immediately brought to the 
attention of the Chase officers directly in 
charge of the bank’s own investment port- 


These officers welcome the opportunity to 
check investments for correspondents and 
exchange information and opinions on mat- 
ters of investment policy. 


THE CHASE 
NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 




















On a certain day the ledger clerk notes 
that 100 $10 cheques were mailed to a 
certain bank. Soon after, this bank 
sells 10 of these. The clerk marks 
down the date. As these cheques are 
spent, one by one, the master file keeps 
a running account. 

Once a week, of course, the ledger 
clerks run through the pages and draw 
off the total of the charges outstanding. 
The figures must balance, and do. This 
is a simple, understandable procedure 
that any banker can visualize. It is 
pretty much standard in the five 
United States institutions cited here. 

“But,” I asked, ‘“‘doesn’t your insti- 
tution speculate in foreign currency? 


if you know every spring that 50,000 
United States tourists will visit Europe, 
don’t you hurry over there and buy 
quantities of French and Italian money 
at an advantageous price, in advance?” 

The answer was “No.” ~‘lo con- 
tinue: Our country has two kinds of 
imports. One is the visible type of 
import, which is merchandise our 
country purchases abroad. The other 
is invisible, and is a theoretical import, 
represented by the shopping and eating 
which United States tourists do in 
foreign lands. If our aggregate exports 
don’t equal our national purchases in 
any country, then our country has to 
make proper adjustment through the 
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To officers 
and directors 
WHO PASS ON LOANS: 


Before granting loans to commer- 
cial or industrial organizations, 
you are careful to check the ade- 
quacy of their fire insurance... 
because you realize that fire can 
easily wipe out a borrower’s phys- 
ical assets. 

But what about the liquid as- 
sets of such borrowers? What 
assurance do you have that these 
assets may not be seriously im- 
paired or entirely wiped out by 
the dishonest acts of key officials 
or employees? 

You know the part that Fidelity 
Bonds play in keeping your own 
institution secure. They play the 
same part in keeping commercial 





and industrial organizations on a 
sound footing. 


ae —s 
To insist that your commercial | 


and industrial borrowers carry 
adequate amounts of Fidelity | 
protection is just as logical and 
necessary as to insist that they 
carry adequate fire insurance. 

The FeD representative in 
your community will be glad to 
confer wah you regarding any 
such problem. 


FIDELITY, SURETY AND BANKERS 
BLANKET BONDS, BURGLARY, 
ROBBERY, FORGERY AND 
GLASS INSURANCE 


FIDELITY 


AND 


DEPOSIT 


COMPANY OF MARYLAND 
BALTIMORE 
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Equalization Fund —or ship the differ- 
ence in gold. But this is a national 
affair and not one for a single bank to 
deal with. 

This situation is the same, whether a 
tourist cashes a $10 United States bill 
or a $10 travelers’ cheque from some 
United States bank or institution. In 
either case, the issuing institution 
doesn’t have to ship the money over 
there in advance. 

Of course, the bank that cashes the 
cheque in Paris or Berlin or wherever, 
charges your customer at a rate that 
covers its loss of interest until the 
cheque is cleared. 

Sometimes, however, that bank in 
Paris or Berlin can benefit by what is 
called abritrage —traffic in which the 


profit arises from the difference in 
value of the same commodity in differ- 
ent markets at the same time-—or 
clearing-house barter. The bank in 
Paris or Berlin may swap that cheque 
with a third party who gets into the 
deal because he is interested in one of 
the two exchanges, either that one or 
our own. Then ensues a dog-leg trans- 
action. Travelers’ cheques are often 
sought after for this purpose because 
they are readily cashable at par in New 
York or London, are compact and light 
to carry, and because they are pro- 
tected against loss because those 
figures which you bankers write down 
at the time of their sale are treasured 
and watched over until the cheque 
comes home for final payment. 
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Seen These 


EW BOOKLETS” 


If not, you can obtain copies by requesting them on your letterhead. They are all published 
by nationally-known institutions and are offered without charge or obligation. Simply address: 
The Editor, The Burroughs Clearing House, Second Boulevard and Burroughs Avenue, 


Detroit, Michigan. 


Summer Air Conditioning—A timely leaflet that 
describes a portable summer air conditioner, suitable 
for use in the home or office. Illustrated. 


Helpful Hints for Successful Entertaining— 
Contains dozens of ideas for secretaries and chairmen 
of entertainment groups, committees, and conven- 
tions in the preparation of programs for breakfasts, 
luncheons, cocktail hours, dinners, banquets, and 
dances. Well written and illustrated. 36 pages. 


Buying and Owning a Motor Car—“Facts that 
will surprise you—facts that have already changed 
the buying habits of thousands of people,’’ says the 
company releasing this interesting booklet. If you’re 
one of the thousands who will buy a car in 1937, you 
will want a copy. 


Cyclopedia of Papers—The fourth edition of a 
book that’s a standby in many offices and banks. Its 
221 pages sample a wide range of papers for adver- 
tising and general office use. Included are letterhead 
papers, bond papers, safety papers, record and report 
papers, mimeograph and duplicator papers. 


What Will Your Directors Say?—Here is a folder 
about bankers blanket bonds, listing some typical 
cases of losses, and containing some pertinent points 
to consider in buying fidelity insurance. 8 pages. 


Booklets Still Available 


Financing the Modern Way—New 32-page illus- 
trated booklet answers many current questions about 
field warehousing. Contains a list of products suit- 
able for warehousing, discusses the Uniform Ware- 
house Receipts Act, gives court decisions on the 
validity of field warehousing, and lists typical ex- 
amples of the warehousing operation. 


Speed Set Numbering Machines—A booklet 
for operating departments. It shows a wide range of 
numbering and code-word machines for numbering 
checks, pass books, account cards, forms, and records. 
It features the speed with which numerals or letters 
can be changed. 24 pages, illustrated. 


A Ledger Safe Designed for Faster Posting— 
Illustrated six-page folder describes a new develop- 
ment in ledger safes. Emphasizes the new feature of 
a sliding, revolving ledger tray that makes it possible 
to bring the ledger sheets to a natural, convenient 
posting position, and at the same time provide hous- 
ing and fire-protection. 


How to Profit With Air Express—This folder, 
quoting rates and giving elapsed time between prin- 
cipal cities, might fill a definite need in your bank. 
It details the advantage of air express or a combina- 
tion of air and railway express for forwarding checks, 
drafts, collections, currency or coin. 


Investment Service 


Definite Bond Market Recommendations—An 
eight-page analysis and forecast of the bond market 
with definite buying and selling advice is offered by 
an impartial financial service. This includes some 150 
bonds divided into two groups: Investment bonds, 
such as those held by banks and trustees, and bonds 
suitable for holding by business men. 


Four Famous Forecasting Facters—A compre- 
hensive study of the methods which can be used to 
guide investment in common stocks. The booklet 
describes methods used to judge worth of individual 
stocks, how the industries are rated, and an explana- 
tion of short-swing and long-trend forecasting. 
Explanatory charts and tables are included in the 36 
pages. 
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anadian Notes 


and Comment 
by G. A. G. 


STATISTICAL SURVEY 


Business men and students of Cana- 
dian economy will welcome the action 
of the Bank of Canada in making avail- 
able a monthly statistical summary of 
Canadian banking, finance, and busi- 
ness. The survey contains no com- 
ment but is made up of statistics in 
convenient form, supplemented with 
graphs. Subjects covered include 
Dominion and provincial finance, in- 
ternational purchases and sales of 
securities, foreign exchange, trade fig- 
ures, commodity price indexes and 
Canadian production. The bank has 
introduced an innovation in that the 
summary is distributed to the general 
public by annual subscription only. 


MORTGAGE OUTLOOK 

Canadian business noted with satis- 
faction the remarks of Mr. John A. 
Rowland, K. C., first vice-president 
and joint general manager of the 
Canada Permanent Mortgage Corpora- 
tion, on the improvement in mortgage 
collections. Discussing the annual 
statement of the corporation, Mr. 
Rowland said despite a lowering of the 
average interest rate and a consistent 
reduction in outstanding principle dur- 
ing the intervening period, the amount 
received on interest account was sub- 
stantially the same as the preceding 
vear. Accounts which had fallen be- 
hind were being put in good standing 
and arrears were being overtaken. 
Lending had been resumed on a 
limited scale in a number of outside 
branches and the company’s field or- 
ganization had been restored with a 
view to further extensions during the 
coming season. The favorable experi- 
ence of this large Canadian lending 
firm was regarded as indicating a much 
healthier situation generally in the 
mortgage field. 


A COURT DECISION 


An interesting decision, with an in- 
ternational aspect, has been handed 
down by the Supreme Court of Canada. 
The court, dismissing an appeal made 
by the provincial treasurer of Mani- 
toba, decided that the province was 
not entitled to collect succession duties 
on monies deposited by an American 
citizen in a Manitoba bank. The case, 
involving an estate left by a resident 
of Minneapolis, included a deposit 
receipt issued by a Winnipeg bank. 
The judgment upheld contention of 
the executors that the deposit receipt 
is a negotiable instrument which the 
executors are entitled to realize upon 
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GOOD EQUIPMENT 


MAKES A GOOD FARMER BETTER 


Profitable Farming is the basic foundation on which 
American business has been built. 

It is important that business men cooperate with 
deserving farmers to get the equipment they need to 
reduce the cost of production — to make farming more 
profitable. 

Often to replace an inaccurate drill or planter with 
a new UP-TO-DATE mcdel that meets the farmer's 
needs means that increased yields will more than pay 
out the investment in one year. The investment in a 
new MM Tractor for farm power has proven profitable. 

Thousands upon thousands of good 
buying modern farm machinery from MM dealers in 
all parts of the country. Like Bankers, every MM 
dealer renders a real service to his community. 

In many communities MM dealers and local bankers 
cooperate in rendering a service to the farmers in their 
community by enabling deserving farmers to get the 
New MM equipment they need to become better 
farmers — and everyone profits thereby. 


WRITE FOR FREE CATALOG AND CALENDAR 


Farmers are 


Branches Near Everywhere 


MINNEAPOLIS - MOLINE 





POWER IMPLEMENT COMPANY 


MINNEAPOLIS 
MINNESOTA 





in the United States and, therefore, the 
asset for the purpose of succession duty 
was in Minneapolis. 


TREASURY BILLS 

Graham F. Towers, governor of the 
Bank of Canada, believes that several 
years will elapse before a satisfactory 
bill market can be established in 
Canada. In discussing this phase of 
banking at the annual general meeting 
of the bank the governor said in part, 
“I feel it is quite likely that if money 
conditions ever become less easy than 
they have been in the last few years, 
Treasury bills may be rather neglected, 
and that holders may tend to allow 


their bills to run off through a desire 
to obtain additional cash. Such a 
development would call for the refund- 
ing of a suitable portion—perhaps a 
substantial portion —of the bills now 
outstanding. The market would then 
be short of assets which can properly 
be classified as second line reserves. | 
think it is probable that experience 
over a period of years, and a variety of 
conditions in the money market, will 
be necessary before we can achieve a 
satisfactory bill market in Canada.” 


CURRENT ACCOUNT BALANCES 


Even bank fires have their humorous 
features. Not long ago flames swept a 
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D -veree ae Dlleiutane 
Combined for Your Benefit 


Atlantic cannot be identified with any one class of insur- 
ance company or any one method of operation. Instead, 

it brings together for the benefit of its policyholders the 
best features of several different types. 


It issues only non-assessable policies. 


It offers many classes of policies which are 
profit-sharing, permitting you as a policy- 
holder to enjoy a low net cost of protection. 


At the same time Atlantic does practically all 
of its business through brokers, permitting you 
to preserve the benefits of broker service in the 
planning and supervision of your insurance. 


Its 95-year record of conservative management 
is Outstanding among American insurance 
companies. 


Its financial strength is unquestioned. 


We do not know any other insurance company of which 
all the above statements are true. This unique combina- 


tion offers special advantages, both to brokers and to 
their clients. 


Review with your broker your goods-in- 
transit, fire, yacht, jewelry, fur, fine arts and 
registered mail insurance needs. Ask whether 
your risks will qualify for Atlantic insurance. 





MARINE + YACHT + INLAND 
TRANSPORTATION 
FINE ARTS + JEWELRY 
FUR + REGISTERED MAIL 
FIRE INSURANCE 


ATLANTIC 
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Atlantic Building 
49 Wall Siret INSURANCE 


NEW YORK 


° COMPANY 




















Baltimore «* Boston « Chicago ¢ ‘Cleveland « Newark » Philadelphia 











“EASY SNAP” Collapsible Storage File 


120 Stock Sin Box now made in 
two styles 


STYLE (C) OPEN LID 
(Corrugated Board) 









STYLE (SD) SLIDING DRAWER 
Metal Front—corrugated board 
box. With automatic stackers 
for front and back, insuring no 


tipping or slipping. Genuine -_ 
folding box—not a tube. 130 oom Sizes 


STRAYER COIN BAG CO. (Bank Supptien New Brighton, Pa. 














In writing to advertisers please mention The Burroughs Clearing House 


THE BURROUGHS CLEARING HOUSE—April, 1937 


western Canadian village destroying 
the local branch bank. With consid- 
erable resourcefulness, bank officers 
obtained a supply of currency and 
stationery from a nearby branch and 
re-established banking service almost 
immediately. 

Some of the clients became a little 
careless in writing checks on their ac- 
counts knowing that the books and 
records of the branch were in the vault 
of the still smoldering ruins and were 
inaccessible. To their amazement how- 
ever, the staff showed an uncanny 
knowledge of balances. This phenom- 
enon was noised about and checks were 
written with less abandon. 

The answer was not power of mem- 
ory but the power of a head office form, 
“Current Account Balances.” This 
form had been dispatched to the super- 
visor’s department the night before the 
fire. A copy had been rushed back to 
the branch by first mail. 


BANK OF CANADA QUARTERS 

Special emphasis will be placed on 
the vaults and safe-keeping equipment 
in the new Bank of Canada head office 
building at Ottawa. The structure, 
which will be five stories above ground 
level and two below, is expected to be 
ready for occupancy in March, 1938. 
The bank will also shortly begin new 
quarters at Regina to house the Sas- 
katchewan agency. 


Humanized Banking 


(From page 17) the answer to this problem 
of unloved virtue is to be found in the 
record of how some banks, without 
abandoning sound banking, are prac- 
ticing the art of human helpfulness in 
ways which may well prove effective 
in the long run in creating a state of 
public mind that would stand by good 
bankers through thick and thin. 

There is ample evidence that such 
an aim in banking is not a hopeless 
endeavor. Recently a large number of 
people were asked, in a questionnaire 
sent throughout the country by the 
office of Clarence Francis, president of 
the General Foods Corporation, “Are 
you treated just as friendly by your 
bank as by the stores where you regu- 
larly shop?” 

Of the more than 2600 persons who 
replied, something over 76 per cent 
said ‘““Yes” they were, which proved 
that it can be done. 

On the other hand, nearly 24 per 
cent answered “‘No,” they were not, 
which also proved that in far too great 
a number of banks it was not being 
done. 

The experience of the past shows 
that the failure of one bank in a com- 
munity exerted a disproportionate in- 
fluence on public opinion. It tended 
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to set the gauge of suspicion against all 
banks there, even though the six or 
seven other institutions did not fail. 
Similarly, it is very likely that the 
minor percentage of banks which are 
not treating their customers as friendly 
as the corner groceryman, are unduly 
influential in perpetuating in the public 
mind the tradition that bankers are 
cold and unresponsive —a different type 
of business man than people come in 
contact with in other lines. 

It may be assumed that the banks 
today are unanimous in the practice of 
economic probity and in the sincerity 
of their desire to serve the public well. 
With the experiences which banking 
has been through the last few years, 
and with the combing out process to 
which it has been subjected, it could 
hardly be otherwise. Nevertheless, it 
is a question whether to the rather 
cold-blooded qualities of banking vir- 
tue there is yet universally being added 
the warmth of human touch and per- 
sonal service which many banks have 
discovered to be an essential not only 
of good public relations but of sound 
banking as well. 

In an endeavor to discover how far 
this human side of banking can really 
be carried in the practical operations of 
banking a number of banks were asked 
for true stories and incidents illustrat- 
ing instances of human helpfulness, and 


the reactions they have produced. The 
letter with which this article opened 
was one of the returns from this in- 
quiry. The anecdotes which follow also 
resulted from it. 

One banker wrote: “In the dark 
days of the depression our bank in 
common with others was in the position 
of finding means to strengthen under- 
water collateral loans. On some occa- 
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To intelligent in- 
vestors in every state in the 
Union, 2 Territories and 17 
foreign countries goes sound in- 
vestment advice based on 14 
years of close, conscientious and 
resultful experience. . . 
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‘As in past years I look forward 
to reading your shrewd forecast 
for the year.”—Capt. C. F. W., 
Ft. Shafter, Hawaii. 
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Most of us know at least one individual who somehow has 
not yet succeeded in winning a fair reward for his or her efforts. 


_ Suggest to such a person the earnest consideration of /ife 
insurance field work as a permanent career. Recommend a 
prompt reply to this advertisement. 


The Mutual Life Insurance Company of New York places 
a high value on sincere recommendations if based on personal 
knowledge of the character of those recommended. 

To selected individuals who possess energy, common sense, 
character, stability and genuine sympathy with others, The 
Mutual Life offers personal direction and training in life 
insurance field work, leading to permanent careers in the 


The Mutual Life’s new 36-page booklet “A Career in Life Insur- 
ance Representation” is available to those who wish to consider 
the subject seriously; also name of nearest Mutual Life manager. 


Avpress: Vice President and Manager of Agencies 


She Mutual Life 


Insurance Companyof New York 
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Third National Building, Dayton, Ohio 


LARGE DAYTON BUILDING 
GUTS STEAM CONSUMPTION 


First Season Savings with 
Webster Moderator System 
Total $1,399.82 


EXCEEDS WEBSTER ESTIMATE 


Dayton, O. — The savings estimate 
which precedes every Webster Heating 
Modernization Program proved conserv- 
ative in the case of Dayton’s Third 
National Building, according to the rec- 
ord of performance for the first season 
after installation of the Webster Moder- 
ator System. 


Owners of the Third National Building 
authorized installation of the Webster 
Moderator System on the basis of an 
estimated annual saving of $1,139. The 
installation, made by er Brothers, 
Dayton, modernization hea » contrac- 
tors, was completed March 1, 1935. 


During 1935-36, the first complete 
season with the modernized system, 
actual savings exceeded the estimate by 
more than $250. The cost of steam for 
heating, supplied from the street mains 
of the Dayton Power and — Com- 
pany, was $1,399.82 less than former 
years. 


The monthly record of reduction in 
steam cost, corrected for degree day dif- 
ferences, was as follows: October, $43.93; 
November, $11.07; December, $305.93; Jan- 
uary, $401.31; February, $344.80; March, 
$126.91; April, $129.32; May, $36.55. 

This statement of performance and 
savings has been checked and verified as 
correct by Mr. Frank A. Sullivan, Build- 
ing Manager of the Third National 
Building, who also reports a noticeable 
improvement in heating service. Since 
the distribution of steam has been bal- 
anced by accurately sized Webster Meter- 
ing Orifices, all sections of the building 
now heat evenly and rapidly. 





If you are interested in heating new buildings, 
or in improved heating service and lower 
heating cost in your present building, address 
WARREN WEBSTER & CO., Camden, N. J. 


Pioneers of the Vacuum Syscem of Steam Heatin 
Branches in 60 principal U, S. Cities — Estab. 1 


In writing to advertisers please mention The Burroughs Clearing House 
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sions this was accomplished by taking 
second mortgages on the homes of the 
borrowers. As a part of our public 
relations policy we have followed these 
loans closely, and as the value of the 
marketable collateral increased to a 
point where it was safe to do so we 
have taken the initiative and dis- 
charged the mortgage. Recently one 
of our borrowers sat at the desk of a 
vice-president, discussing his loan. The 
value of his collateral had been in- 
creasing so that there was a reasonable 
margin of safety without the mortgage. 
Our officer told him that we felt it 
would be both fitting and proper that 
we give him back the mortgage. Fora 
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brief interval the customer sat in 
silence. Slowly the tears trickled 
down his cheeks; he tried to say some- 
thing but his deep emotion would not 
permit and he walked out of the bank. 
Rest assured that our vice-president 
knew that the human side of banking 
is something more than a title.” 

Another bank tells a story of an 
elderly couple who, when reverses 
struck the husband’s business, became 
broken in health and were in danger of 
losing both their home and their busi- 
ness property. 

“Their slender savings were soon 
dispersed and it looked very much as 
though the efforts of a lifetime would 





Long experience, 
geographic location 
and a nation-wide network 
of correspondent banks 
make 
Continental Illinois 
collection service 


synonymous 


with speed and efficiency 


CONTINENTAL ILLINOIS 
NATIONAL BANK 
AND TRUST COMPANY 
OF CHICAGO 


231 SOUTH LA SALLE STREET 


Member Federal Deposit Insurance Corporation 








be wasted,” it writes, “leaving them 
penniless, in poor health and with a 
feeling of dejection and failure that 
would prevent them making a fresh 
start. Our bank had established a 
department for handling just such 
cases, staffed by men who were good 
judges of human nature and possessed 
of the faculty of instilling confidence 
in those about to give up _ hope. 
Through our belief in this customer's 
earnestness and ability, we helped him 
get a job in his line with another 
customer of the bank, which enabled 
the family to eat, although little more. 
The bank found itself with two very 
heavy loans on his property, but be- 
cause of our faith in the borrower we 
advanced additional funds for the pay- 
ment of taxes. Eventually one loan 
was refinanced through the Home 
Owner’s Loan Corporation. The treat- 
ment accorded our customer built up 
his self-confidence and both he and his 
wife regained their health. He began 
to make progress, with the result that 
the loan remaining with us has been 
placed on a payment basis. It is now 
almost certain that he will save both 
his properties, and the improved condi- 
tion in the real estate market will soon 
create a substantial equity for him. 
At the same time, his obligation to us 
is being paid down to where there is 
little danger of loss. This was a long, 
hard pull, requiring a tremendous 
amount of patience, but an intelligent 
analysis of character has saved a human 
wreck without cost to the bank.” 


PERHAPS the most humanizing in- 

fluences in the loaning function of a 
great many banks is the currently fast 
developing personal loan department. 

A bank describes one of its persona] 
loans as follows: ‘“‘Miss A, who owed 
five department stores and one small 
loan company a total of $900, came to 
us for assistance, inasmuch as satis- 
factory monthly payments could not 
be made to everyone at the same time. 
She was told that if she could obtain 
the signature of two persons to sign 
with her, a loan of $450, which was the 
largest amount she could afford to 
carry, might be made. Her income 
was but $1120 per annum and because 
of these obligations her retail credit 
record was rather slow and somewhat 
undesirable. Those who were to sign 
for her, after being informed of the 
situation, were still willing to become 
obligated. We next determined that if 
the small loan company was paid in 
full to stop such a high rate of interest, 
and that if the department stores were 
paid pro rata, they would stand by 
until the loan was paid, at the end oi 
which time a new loan of $450 could 
be made and the remaining balances 
in the various stores be paid in full. 
The first loan was paid in a very satis- 
factory way, the new loan was made 
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and the stores have been paid in full. 
The unpaid balance on the second loan 
has been reduced to $228 in the same 
prompt manner. By this consolida- 
tion of debts and an understanding 
with the creditors arranged by the 
bank, Miss A, over a period of two 
years, will have paid in full her obliga- 
tions which might have been so trouble- 
some in collecting that she might have 
lost her position.” 


A TYPICAL case of constructive use 
*™ of the loaning function to build up 
business career because of confidence 
in a personality is told by a Southern 
bank. In opening the negotiations for 
this particular loan the applicant 
lrankly admitted that he had previ- 
ously called on four bank presidents 
and had unanimously been turned 
down. 

“My proposition,”’ he said, ‘‘sounds 
so radical that none of them would 
take the trouble to check up on my 
statements.” But this fifth banker 
encouraged him to tell his story. It 
was to the effect that he had a whole- 
sale business, which had been success- 
ful for a number of years, requiring 
large warehouse facilities, and that he 
now had an opportunity to purchase 
ut a bargain a large building which 
would eliminate his expenditures for 
public warehouse facilities and come 


close to carrying itself by rentals from 
surplus space. The net result, he 
figured, would be an increased margin 
of profit for his business. 

“The nigger in the woodpile,” he 
told the listening banker, “‘is that in 
order to buy the building I would have 
to borrow on a mortgage up to 75 per 
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cent of the purchase price. As a 
straight mortgage loan proposition 
taken by itself it does not look good. 
But take the proposition as a whole, 
investigation will show that the loan 
would be actually less than 50 per cent 
of the building’s real value, and also. 
you can see from my own books that 








GENERAL MOTORS ACCEPTANCE CORPORATION 








is engaged primarily in facilitating 
wholesale distribution and retail 
sales of the following products of 
General Motors Corporation and 
its world-wide afhliates: CADILLAC, 
LA SALLE, BUICK, OLDSMOBILE, 
PONTIAC,CHEVROLET automobiles; 
FRIGIDAIRE appliances for refrig- 
eration and air conditioning; 
DELCO lighting, power 
and heating equip- 
ment; GMC trucks; 
BEDFORD, VAUX- 





foreign made automotive vehicles. 

The business consists of invest- 
ments in self-liquidating credits, 
widely diversified as to region 
and enterprise, capital employed 
being in excess of $80,000,000. 

In obtaining short term accom- 
modation, GMAC issues one stan- 
dard form of note. This obliga- 
tion it offers to banks 
and institutions, in 
convenient maturities 
and denominations at 
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wheels and engraving to your own requirements .. . WRITE FOR NEW CATALOG 
ON THE VERSATILE AMERICAN SPEED SET NUMBERING MACHINES. 
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the saving to my business would per- 
mit a regular amortization of the loan 
in such substantial payments that it 
would be rapidly liquidated.” 

The banker agreed that the proposi- 
tion, from a strictly bankable view- 
point, did not look inviting, but that 
he would investigate the thing in its 
entirety. The upshot was that a check- 
up convinced him that financially it 
was a sound proposition, and also that 
the favorable personal impression 
which the applicant had made on him 
was justified. He said to the appli- 
cant: “If you will place all of your 
banking business with us and if you 
will apply the operative savings made 
possible by your new warehouse ar- 
rangements against the mortgage loan 
until it is fully paid off, we will go 
along with you on your ‘radical propo- 
sition.’”’ The test of time has proved 
that this venture not only created « 
good connection for the bank, but 
aided in building up this man’s small 
business to one of the prosperous en- 
terprises in the community. 


‘THE foregoing are only a few cases 

of the infinite number that could 
be drawn from the ordinary experi- 
ences of bankers to illustrate the rich 
vein of humanity running through « 
bank’s relations with its customers. I| 
is a phase of banking, however, on 
which in too many banks perhaps in- 
sufficient emphasis has been placed. 
The modern personal loan department. 
which is being developed by so many 
banks and is proving to be a fruitful 
source of earning assets, also presents 
the opportunity for systematically 
practicing in every-day good banking 
deeds this human side of banking 
which serves to create better public 
relations of a heartfelt type that no 
amount of money for propaganda or 
advertising could buy. 

Also, the modern amortized first 
mortgage loan on real estate is infusing 
a new element of humanity into the 
loaning function. The old-fashioned 
type of unamortized loan, running 
year in and year out with no reduction 
in principal and with recurrent interest 
payments finally aggregating more 
than the money originally borrowed. 
has been a fruitful source of under dog 
debtor psychology and antagonism 
against the banks as money lenders. 

There are inherent within the very 
operations of a bank itself fruitful 
sources of good personal and public 
relations by which can be built up an 
invaluable tradition for banking. It 
is the tradition of human sympathy 
and helpfulness that can not be created 
simply by words, but must flow from 
actual deeds. 

A sympathetic understanding of the 
problems of bankers by the people in 
their communities is held to be an 
essential to sound banking. The 
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richest soil in which to nurture such 
sympathy is the practice and reputa- 
tion among bankers themselves of deep 
and true sympathies for the financial 
problems of the unimportant as well as 
important people of their communities 
as illustrated by the foregoing anec- 
dotes. 

In times of business trouble it is 
easy to stir up harsh public emotions 
against bankers. Possibly if, in times 
of business peace, a greater prevalence 
of the sentiments of gratitude and 
loyalty were created among a bank’s 
customers and their friends through 
the kindliness which can be made an 
essential part of the loaning function, 
public emotion during stressful times 
could be employed in defense of bank- 
ing and not so easily turned against it. 

If this is true it may well be that, 
after all, understanding of emotional 
reactions in relations with customers 
has a place in practical bank manage- 
ment. 


Court Decisions 


(From page 20) whose business it is to be 
posted concerning market conditions, 
but over the trust officer are the 
officials of the bank, and the direc- 
tors, men of affairs, assumed to be 
chosen because of their sound business 
judgment. The advice of these men is 
at the disposal of the trust officer.” 
(In re Baker’s Estate, 292 New York 
Supplement, 122.) 


The Cashing of Checks 


The checks of a corporate depositor, 
properly signed and drawn to the order 
of the depositary bank itself, were per- 
sonally presented to the bank by the 
corporation’s treasurer, to whom the 
bank paid over the cash represented by 
the checks. Without the knowledge of 
the bank, the treasurer embezzled the 
money. In a most interesting and sig- 
nificant opinion, the Supreme Court of 
Pennsylvania recently held that, in 
those circumstances, the bank is liable 
to its corporate depositor for the 
amount embezzled as a result of the 
cashing of the checks. 

In opening its account with the bank 
the corporation had filed with the bank 
a copy of a resolution of the board of 
directors which included the following 
words: “And until otherwise ordered 
said bank hereby is authorized to make 
payment from the funds of this com- 
pany on deposit with it upon and ac- 
cording to the check of the company 
signed by its president or treasurer, 
and the said president and treasurer, 
singly, are authorized to sign, endorse, 
accept, make, execute and deliver any 
and all checks, notes, drafts and bills of 
exchange.” 


The corporation allowed its traveling 
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WITHIN the next twenty-four hours, sixty-five million 
telephone calls will be made over Bell System wires. 
Each one will be a separate transaction — made to order 
for the individual who is calling. 

To give you such a highly personalized service, there 
are 300,000 Bell System men and women located in 
every part of the country—each doing his or her part. 

That you can depend on them night and day is a big 
factor in considering the telephone’s value to you. 
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TO YOU ! 


Be Sure You Collect What's 
Due You at Age 65! 


Read the law. Note that the Social Security 
Act (Article 412) states that 
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Bank Executive 


Age 41, now engaged in liquidation of banks, 
seeks new connection in near future and invites in- 
quiries from interests desiring services of com- 
petent executive experienced in commercial 
banking and mortgages; highest references. 
Address Box 34, The Burroughs Clearing House, Detroit, Mich. 
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Seven Good Reasons for 
Equipping with RA-TOX 

1. 20 years and more of shade satisfaction. 

2. Offset brackets permit independent freedom of move- 
ment for center swing type ventilators—insure perfect 
ventilation without draughts and wind. 

3. Permanent metal-to-metal installation, prevents al) 

loosening due to vibration of walls or ceiling. 

. 30% to 40% more light and air. 

- Quick, simple, fool-proof operation. 

. Made of selected basswood strips, woven parallel with 


hard twist seine twine; attractive fast colors add smart, 
businesslike appearance. 


. Reduces room temperature 10 to 20 degrees. 
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Common round 


A MAN away from home on business 
is interested in restful sleep, good 
food, attentive service, and facilitation of 
his business so he can get home as soon 
as possible. 
We meet such men on common ground 
for it has been our privilege since 1856 
to provide tired men of affairs with 
cheerful rooms and soft beds; to set as 
excellent a table as the country affords; 
and to attend with courtesy to the slight- 
est wish of every guest. The hotel is 
convenient to Boston’s business section. 


Single rooms with private bath, shower, 
circulating ice-water and radio from $3.50 


Glenwood J. Sherrard Rae 
I'resident & Managing Director 
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corner from every- 
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salesmen to obtain expense money by 
drawing on the corporation through the 
bank. When these drafts were re- 
ceived by the bank, the corporation’s 
treasurer would be notified and he 
would then draw a check to the order 
of the bank for the amount of the 
draft. The proceeds of these checks 
were used to pay the drafts from the 
salesmen. Sometimes the checks were 
drawn on the bank itself, sometimes 
on another bank. 

Over a period of several months the 
treasurer presented to the bank forty- 
five checks of the corporation drawn to 
the order of the bank. Twenty-three 
of the checks were drawn on the bank 
itself; twenty-two on another bank. 


In every case, however, the bank paid | 


over the cash to the treasurer without 
requiring his endorsement. 
bezzled the money. 


“The bank,” said the court, “had | 
agreed to disburse the corporation’s | 
funds ‘according to the check’ of the | 
company. The obligation isclear. The | 
It is imma- | 


bank has not performed. 
terial that the bank did not know and 


had no reason to suspect that the | 
If the 


treasurer was an embezzler. 
bank had paid ‘according to the check’ 


the corporation’s treasurer could not | 
have received the money from the | 
That checks | 
are made payable to a bank when it is | 


teller on these checks. 


desired to transfer funds to it from 
another bank, or to purchase a draft or 
pay a debt due the bank, is perhaps 
common enough, but if a bank with the 
limited authority shown in this case 
treats such a check as payable to 
bearer, it takes the risk.” (Main 
Belting Company vs. Corn Exchange 
Nat’! Bank and Trust Company, 188 
Atlantic Reporter, 865.) 


Speeding Items to 
Proof Department 


(From page 19) operate on 220 volts with 
a frequency of 60 cycles, and are 
governed by magnetic switch con- 
trols. The gear ratio between the 
motors and conveyors is approxi- 
mately 30 to 1. 


OW let us look at the results of the 

conveyor system. Its use enables 
a minimum size proof department, 
about twenty men, to handle a total of 
nearly 70,000 items daily, of which only 
15,000 to 20,000 arrive by mail. Of the 
50,000 items carried by the conveyor 
system, all except some 5,000 come in 
between 11:45 a. m. and 2:30 p. m. 
During this period, the conveyor is 
operated continuously. At other times 
it is used only as needed, a point that 
is a factor in maintaining an eco- 
nomical operation. 
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